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A SELLING SUGGESTION 
Take a pair of men’s shoes bottomed 
with Kistler “BENCH BRAND” 
Sole Leather, whereon the “BENCH 
BRAND” mark shows. Place in show 
window SOLES UP in front of card 
reading — BUY MILEAGE. Come in 


and try on our shoes with soles of “The ~ 


Finest American Tannage.” There’s 
miles of wear in every pair. 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH .BRAND” 
SOLES is about 13% of the 
whole side. 
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The man who knows his book on sole leather finds 
much to encourage or discourage his choice of 
bottom stock, by use of a knife. Shoe dealers have 
as reliable a “tool” to guide them right in select- 
ing sole leather when detailing shoes, in the name 
of The Finest American Tannage. 


KISTLER'BENCH BRAND’ 
SOLE LEATHER 


is free from harmful contents which, while expedit- 
ing production, would cause the breakdown of 
fibre strength. This is a BALANCED TANNAGE, 
aged by natural processes, so when shoes are made 
and put in service, their soles will be an enduring 
compliment to your buying sagacity and judg- 
ment. Don’t pay the penalty of poor sole leather. 


It’s an advantage in buying to have the names of shoe manufacturers making shoes 
that carry KISTLER “BENCH BRAND" LEATHER SOLES. Write us for them 


LEATHER COMPANY 


‘BOSTON:MASS: 





When writing advertisers please mention Boot and Shoe Recorder 
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T= Health Department of the 
District of Columbia got all 
steamed up recently and ordered 
the discontinuance of the use of an 
x-ray machine in one of the D. C. 
shoe stores. They have a law in 
the District of Columbia that con- 
trols the giving of x-ray treatments 
and the Health Department, not 
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thoroughly understanding the prin- 
ciple of the foot machine, ordered 
a temporary discontinuance. 

It didn’t take very long for the 
merchant and his association to ask 
“How Come?” In three days, the 
American Medical Association 
passed on the machine and _ in- 
formed the Health Departments 
over the country that use of the 
machine does not come under the 
scope of x-ray treatment and that 
it could go back into store op- 
eration. To be doubly sure, a test 
was made as to the safety of the 
machine to the operator and con- 
sumer, to prove whether or no it 
was totally insulated. Experts 
made a full five-minute test ex- 
posure and discovered no stray 
x-radiation escaping from the cab- 
inet-—as tested by a Victoreen “R” 
Meter. The Victoreen “R” Meter 
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is an instrument in general use 
throughout the United States for 
the measurement of x-radiation. 
This is the first time that any 
protest has been made on the use 
of the x-ray. In a dozen years of 
its use no stray radiation has in- 
jured operator or consumer. In 
fact some of the new machines 
have a thirty-second automatic cut- 


off. 
T. WRIGHT & COMPANY of 
« Rockland, Mass., have started 
a tonsil and adenoid clinic in their 
factory, which looks like a new ven- 
ture in health work. A while ago, 
this firm startled the shoemaking 
world by painting its machines in 
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colors that are easy on the eyes 
of the operators. This idea soon 
had the approval of the lighting 
engineers and optometrists, and 
now is an increasingly common 
practice. 

Foot clinics in shoe shops may 
be next. One western firm has 
already begun on it. It has built 
a new factory, and the floors of it 
are treated so as to be easy on the 
feet of those who stand on them all 

the working hours of the day. 
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Foot fatigue is a foe of shoemak- 
ers. Tired feet do not wear out 


shoe leather. 
* * * 


LESSED events deserve clever 

announcements but none has 
come to hand quite so different as 
that written by a Pittsburgh news- 
paper man around one of the part- 
ners of the firm of Kuhl & Com- 
pany, retailers of fine shoes in 
Pittsburgh. Here it is: 

















THE KUHL PRODUCTION CO. 
BELLEVUE, PA. 


ANNOUNCES 
The 1934 Baby Boy 
Model Number Three 


FRANK MONTGOMERY KUHL 
WILFRID S. KUHL 
Designer and Chief Engineer 


HELEN MONTGOMERY KUHL 
Production Manager 
DR. ARTHUR H. GROSS 
Technical Assistant 


Model released June 21, 1934 


Scream Line Body 

Economical Feed 

Changeable Seat 
Cover 


Two Lung Power 
Syphon System 
Water Cooled 
Exhaust 


Weight 81% Ton 


Must be heard to be appreciated 
The Management assures the Public there 
will be no new models during the 
balance of the year. 






















































HARLES HENRY BROWN, 
pioneer of the Arch Preserver, 
and Charles B. Brown, his son, 
jointly operating Special Feature 
Shoes, Inc., have received four pat- 
ents on a shoe that can be best de- 
scribed as a two-heel principle. 
The space under the metatarsal 
arch has been filled in, thereby 
achieving a pressure point that re- 
distributes the weight-bearing sur- 
face of the sole. The patents are 
granted on the last and shape of 
the shoe, on the shank, on the mid- 
dle heel and on the patented ex- 
pansion joint. 
Charles B. Brown is now making 
a nation-wide visit to leading re- 
tailers revealing the secret of the 
second heel and what it does to 
normalize body balance. 


* * * 


Ope TURRELL, veteran re- 
tail shoe man of Seattle, de- 
serves the salutations of the season. 
He has been a leader at retail for 
more than fifty years and his recent 
birthday brought with it the greet- 
ings of his city. He was born on 
June 23rd in Bristol, England, and 
has played a conspicuous part in 
the upbuilding of the great North- 
west. 


HESTER HEROLD, of Herold 
Shoe Company, San Jose, 


Calif., uses this statement in every 
advertisement : 














“Women are again demanding 
quality! They’re looking for bet- 
ter shoes! They’re buying Herold’s 
Shoes.” 

And he says the idea clicks. In 
these three short sentences is con- 
tained the entire message that Her- 
old is desirous of putting over in 
these recovery days. 

In years past, Herold has de- 
vised many slogans to instill the 
quality idea in the minds of his 
customers, but he avers that they 
must be put over gently, kindly 
and with discretion. Quality 
slogans must be devoid of egotism. 
They must state a truth, be force- 
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—I! know a man, head of a fairly sizable 
business, who boasts of the fact that 
he hasn't had a .vacation in fifteen 


years. 

—"Can't afford the time," says he, "and 
furthermore | want to keep the reins in 
my own hands.” 

—Result is, his whole organization has a 
chronic case of the jitters. 

—Poise—and there is such a thing as 
commercial poise—is conspicuous by its 
absence in his office. 

—And, worst of all, he has no one on his 
staff capable of "holding the reins” 
during his absence. 

—Another friend takes his vacation requ- 
larly, and insists that every member of 
his staff have a qood, wholesome vaca- 
tion at least once a year. 

—"!l need it," says he, “and they need 
it quite as much as | do.” 

—Result is, his entire organization is 
constantly "in balance." 

—His company is showing healthy gains, 
while the other house has been slowly 
slipping for five years. 

—And best of all, he has loyal men, 
trained to authority, who are capable 
of "holding the reins'' while he is 
away. 

—I wouldn't give a "hoot" for a one- 
man shebang. 

—And an organization that cannot relax 
at the proper time isn't in fit mental 
or physical condition to take up the 


march when the "Advance" signal 

is given. 
Sunil WT, 
President. 





ful but leave a little open for the 
customer to suggest. 

In their anniversary sale now in 
progress they are using this slogan: 
“For sixty-five years Herold Shoes 
have been known as Good Shoes. 
The shoes offered at this sale are 
no exception.” Herold thinks it 
is far better to intimate that stand- 
ards of quality have been upheld 
rather than exceeded. 

At a time when consumers were 
under the impression that shoes 
were “made of paper,” an expres- 
sion commonly heard, Herold came 
out with the slogan: “More 
Leather than the Eye can sée.” 


Nothing else was said, but it started : 


a lot of thinking. 
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J C. McHALE, president of the 
+ Canadian National Shoe Man- 
ufacturers’ Association, said that 
this body is preparing to seek leg- 
islation to establish a set of fair 
trading ethics affecting the indus- 
try throughout Canada. 

The legislation will include a 
fair wage clause which will enable 
workers to earn an adequate living 
whether in the large cities or the 
smaller centers. Protection will be 
afforded the trade against the un- 
scrupulous manufacturer and price 
cutting. 

The government of Ontario and 
Quebec, where the shoe trade is 
largely centered, will be ap- 
proached in the matter which has 
been under consideration for some 
time. Mr. McHale said the chief 
concern of those promoting the leg- 
islation was to protect the trade 
against anyone who sold under cost 
possibly without realizing that “it 
is not his own money but the money 
of creditors he is jeopardizing 
when he goes broke.” He added 
the association sought a fair wage 
scale rather than a minimum wage 
regulation. 

* * * 

HE “Sales Scooter” is the title 

of the dealer help issued by 
Kali-Sten-Iks of Thiensville, Wis. 
Here’s a pertinent paragraph there- 
from: 

“A child born with a structural 
defect of the foot is a rare excep- 








tion. A baby’s foot appears to be 
perfectly flat. Muscular develop- 
ment has not begun, so nature holds 
the various arches in place by 
means of fleshy paddings. These 
are very often mistaken for fallen 
arches or a weakened foot condi- 
tion. Most parents today, in their 
desire to have their children per- 
fect, do not fully realize that it 
takes quite some time before chil- 
dren acquire a natural graceful 
stride, which is sure to result pro- 
vided no unnatural restrictions have 
been resorted to. 

“Nature never intended that hu- 
mans should stand on their feet 
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while sleeping or resting. The feet 
were created for action, for propel- 
ling the body about. Your ears 
offer a decided contrast; they were 
not intended to be moved. Nature 
builds so well that it is impossible 
to improve. You can listen for 
hours and never suffer with pains 
in your ears from so doing. Your 
feet should perform the duty nature 
created them for with no discom- 
fort to them. Really, feet covered 
with shoes that permit the natural 
freedom of the bare foot should en- 
able endless walking without the 
slightest degree of discomfort.” 


* * * 


A FINE old New England family 
has been making fine shoes 
for the past 130 years right in 
Wakefield, Mass. This is the Evans 
family—one which is well known 
for their shoe craftsmanship—a 
skill which has extended all through 
these five generations. 

Thomas Evans was the first to 
make shoes in 1804. His trade was 
quite limited in comparison to the 
present wide extent of the factories’ 
trade area, however. 

Following him, was his son Lu- 
cius B. Evans, who carried on from 
1832 to 1888. Then came Harvey 
B. Evans, who was head of the L. B. 
Evans Co. from 1880 to 1905. 

Right now two of his sons, Ar- 
thur L. Evans and Percival B. 
Evans, are in charge. Two of Ar- 
thur L.’s sons are associated with 
him—Harvey B. Evans, 2d, and 
George J. There is still a third son, 
Malcolm (19 years old), who is 
still in college. Percival B. has a 
son, Lucius B., who was recently 
graduated from college and will 
probably follow in the footsteps of 


his illustrious sires. 
* * *% 


F ITTING remarks by Ray Hopp- 
man: 

Will somebody please invent a 
combination shoe and sock for the 
man in a hurry? 

As it is we're stocking a line of 
reinforced shoe tips for the chronic 
kicker. 

Now along comes a man who 
thinks that shoe leather dust should 
be extracted from the ground, some 
way, and remade into soles. 

You know there’s more true 
philosophy in an inch of laughter 
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than there is in a mile of sarcasm. 

Yes, and if some people swal- 
lowed their words they’d get indi- 
gestion. 

They say that a good dancer can 
talk with his feet. Most likely it’s 
the tongue in the shoe that does 
the orating. 





And if some people would keep 
their tongues as silent as a shoe 
does, there’d be less trouble in the 
world. 

Oh well, suppose it’s hard for 
some people to hide their light un- 
der a bushel. In many cases a pint 
measure would suffice. 

He goes to bed with his shoes on 

Every night as a matter of course— 

Tis a most unusual procedure, 

But, you see, he is a horse. 

That old woman who lived in a 
shoe—with all those children to 
look after, she surely must have had 
a FIT. 





The ideal land is where money 
takes as long to spend as to earn. 

What we need is not only op- 
timism but more Hop-to-it-ism. 

One way to put a man on his 
mettle is to make him wear heel 
plates on his shoes. 

Here comes old Sandy McHugh 
who put his shoes in the sun to get 
a shine. 

He once brought back a year 
old pair of shoes he had purchased 
from me and wanted to know if 
they had a trade-in value. 

And as they say in Holland: 
WOODEN SHOE be glad if I 
stopped right here? 


* * * 


Wes many friends of John H. 
Alden, president of the C. H. 
Alden Company, and one of the 
younger generation of manufactur- 
ing executives in New England, will 
welcome the news of his recovery 
from an illness extending over a 
period of six weeks. Attending 
physicians declare Mr. Alden has 
reached the convalescent stage and 
will soon return to his duties at 
his Abington, Mass., plant. 





"With us, Madame, feet are more than something you cram into shoes.” 
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E ARLY Fall shoe business must depend this season 
upon awakening public interest in Fall footwear styles 
earlier than usual. That is the purpose behind the plan 
for Fall shoe opening, Aug. 15. 

Instead of a few advance fashion ads, used here and 
there by style leaders, featuring various style themes 
which they sponsor for the new season, there will be a 
simultaneous showing of Fall shoe styles Aug. 15. 

Instead of early buying by a few style-conscious per- 
sons, cooperative programs in which all shoe stores 
participate will make whole communities Fall shoe con- 
scious. 

Through the combined efforts of all the shoe stores 
in all communities, large or small, throughout the en- 
tire United States, Aug. 15 can be established as the 
annual opening date for Fall footwear. 

It is a national promotion, requiring nation-wide 
cooperation, in which every organization that sells shoes 
has a definite financial interest—a plan in which every 
organization selling shoes should participate. 

In the interests of the industry, Boot anp SHoE ReE- 
CORDER has devoted much time, thought and effort to 
the idea. 

Because it is so important to the industry, we have 
outlined plans and suggestions, telling what should be 
done in organization and promotion to assure the suc- 
cess of Fall Shoe Opening. 

National advertisers can cooperate by suggesting in 
their advertising that readers see the new Fall shoes 
at their local stores. Also by speaking of it in their 
radio programs. 

Manufacturers can cooperate by suggesting to their 
customers that it is to their advantage to cooperate in 
this important event, and having appropriate signs in 
their show rooms calling attention to the event. 







National and sectional organizations can cooperate 
by urging their members to participate in the event, and 
invite non-members to do likewise. 

Local groups can cooperate by planning cooperative 
promotions for Fall shoe opening, Aug. 15, in their 
communities. 

Individual stores can cooperate by putting their best 
efforts into advertising and displays to compel atten- 
tion and awaken early interest in Fall shoes. 

Buyers can cooperate by planning to have Fall shoes 
on hand to meet the demand. 

Shoe salesmen can cooperate by being thoroughly 
acquainted with new arrivals, so that they can render 
intelligent service to customers. 

Advertising and display men can cooperate by put- 
ting interesting, information-selling messages into ad- 
vertising and displays for the event. 

Newspapers can cooperate by planning editorial fea- 
tures to support the advertising in special sections or 
pages to feature Fall shoe opening. 

Interest in foot health and correct shoe fitting, and in 
sport shoes, has increased steadily each year since Foot 
Health Week and Sport Shoe Week were first sponso 
by Boot anp SHoE ReEcorpER. ‘ 

Through the same interest and effort, Aug. 15 can be 
established as the annual opening date for Fall shoes. 

However, the idea of buying Fall shoes early has been 
limited to a few—practically the entire public must 
be made more style conscious—and awakened to the 
idea of early buying. 

A casual hit-or-miss attitude will not do! Every- 

[TURN TO PAGE 36, PLEASE] 
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o the Recorder: 


"Congratulations on your sug- 
gestion to date the Fall selling 
season from August |5th. 

In our opinion ‘this should be 
endorsed by every retailer not 
only in your country but also on 
our side of the imaginary line all 
across Canada. Getting off to a 
good early start, not by the single 
store but in a cooperative way by 
shoe retailers generally should 
lengthen out the Fall selling season 
and the possibilities of selling more 
shoes at profit." 


ROWLAND HILL, JR., President, 
National Shoe Retailers Association of Canada. 














BosTON, MASS.—Crowded hotels, 450 sample lines 
spread, a record show for Boston (easily double any 
previous exposition). Hundreds of shoe men seeking 
rooms after 127 were turned away from the Hotel 
Statler alone, on Monday morning, and the Copley- 
Plaza, Ritz-Carlton, Touraine and other hotels re- 
ported “standing room only”—that’s what made the 
historic Boston mid-Summer market the banner event 
of shoedom on July 9, 10 and 11. 

Merchants from everywhere—California, Texas and 
all points east, with a sprinkling even from Canada— 
gathered ‘to buy shoes and barter friendships. Hos- 
pitality at its best, with cool weather, fair skies and 
smooth seas. All-time records broken in every activity. 

Boston, we are proud of your showing. 

Secretary T. F. Anderson of the Boston Shoe Fair 
announced on the first day that every shoe manufac- 
turing center was represented. His welcome was the 
more sincere because they all were guests—no fees 
asked or collected. Even Kentucky, and, as one wit 
said: 

“Come up and see our line—the pride of a com- 
munity that has 60 distilleries and one shoe factory.” 

But be it known generally that there was less liquor 
in evidence than ever before—prohibition forgotten 
and the play-boy period past. It was a business affair 
and entirely worthy of an industry which proposes to 
put its best foot forward next Fall. 

Now for the menace of the drought. 

Rumor trickled through the crowds that the govern- 
ment was killing thousands of cattle and that packers 
were being recompensed with the hides for their 
slaughter service. The market reports showed drops in 
raw stock prices and the shoe buyer was to be the 
beneficiary—so it was, reasoned. The market was soft 
and the buyer hard. But fact followed fancy in the 
explanations becoming public on Tuesday, as you will 
find if you read farther. One strong statement needs 
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emphasis here—that of President M. A. Mittelman of 
the National Shoe Retailers’ Association: 





“On my recent trip I passed through regions’ af- 
fected by the drought and I heard shoemen say yester- 
day that the kill of cattle would have an affect on shoe 
prices. Men and business men don’t traffic in calami- 
ties. The penny’s difference between drought hides 
and selected hides plays no part in the ultimate value 
of good fashion, good workmanship and good mate- 
rials that go to make up the American shoe—the most 
economical service item in the whole apparel field. 

“Not so long ago prices were chiseled at the expense 
of human misery. Let us not now embark upon trad- 
ing practices predicated upon the misery and distress 
of the drought-afflicted cattle raiser. If you need shoes, 
buy them on the market so that a fair living may be 
enjoyed by every factor contributing to the final per- 
fection of American shoes.” 


THE price situation, however, was improved by the 
feeling that basic raw stocks would at least go no 
higher. Sales were made in all grades at today’s price 
levels—no higher than those in force during the last 
three months, and this in the face of increased labor 
costs and increases in the price of some of the acces- 
sories needed in every pair of shoes. The fear of pos- 
sible labor disturbances in months to come prompted 
some buyers to order “for safety.” As a “late buying 
push,” the fact that Fall openings come early this year 
influenced many buyers to place rush orders, hoping 
that Summer heat would not retard production. 

If shipments are to be made in August, the time 
schedules for production must be accelerated in many 
factories. So the upset raw stock market played but 
a small part in its influence on the buying totals at 
Boston. 

Shoes—nearly 40,000 samples—make a tremendous 
showing collectively or in individual sample rooms, 
and believe it or not, John J. Holden says he saw 
every pair in his tour of inspection. To sort, select and 
size the orders placed would be a job calling for the 
census department. Shoes are a complex product and 
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the show was conspicuous for its variety and types of 
footwear sold. Every human use was ready to be satis- 
fied in new footwear. Talking points on every line 
and every type stimulate the belief that no industry, 
anywhere, does as good or as broad a job of public 
service. 

Outstanding among the features of the fair was the 
luncheon meeting on the second day when a large 
number of buyers, manufacturers, tanners and mem- 
bers of the allied trades gathered in the big Georgian 
Room to listen to a summary of trade conditions by 
leaders in the industry. 

Presiding was Col. H. S. Wonson, president of the 
New England Shoe and Leather Association and a 
recognized authority on what might be termed sole 
leather economics. He pointed out as a very signifi- 
cant factor to be taken into consideration that, where- 
as in past years the price of sole leather has been 
governed by the law of supply and demand, we have 
now apparently entered a period of price stability in 
the face of increased production—an increase which, 


“in the past, would have brought into being a decrease 


in the selling price. 
“In the last few months,” he said, “we have seen 









































Brisk Buying for Early Fall, Despite Shadow of 
"Drought Hides," Which Trade Authorities Are 
Inclined to Minimize As a Price Influence—- 
Merchants Gather from Far and Near and 


Number of Exhibitors Tops All Records. 


increased wettings of hides and an increased output 
and have reached the point where a price decline should 
have been noted—but the price, on the contrary, has 
remained stable. The next few months should see in- 
creased consumption of sole leather, as shoe produc- 
tion is stepped up, and this will lead to a price ad- 
vance in sole leather. 


“IF tanners have been able to stabilize the price of 
sole leather during a period when shoe production 
has been falling and leather production has been ris- 
ing, then a price increase should certainly be in order 
when shoe production increases and the available 
supply of sole leather becomes less.” 

Colonel Wonson expects to see hide prices stabilized 
at about 10 cents a pound, another reason he has for 
believing in the inevitability of a price increase for 
the finished product. He noted as another encourag- 
ing symptom the increasing tendency on the part of 
the merchant to push his medium and higher grade 
shoes, which makes for a healthier market. 

M. A. Mittelman, president of the National Shoe 
Retailers’ Association, describing himself as a “new 
deal president” defined what he termed a “new dealer 











































philosophy,” to wit, that the success of distribution 
rests upon the retailers—on their ability to render re- 
liable and efficient service. 

He emphasized that it is no longer a question of 
selling at a lower price than the other fellow, but of 
setting a standard of quality to be adhered to at all 
costs and then getting the best possible merchandise 
which can be sold within the price range which the 
dealer elects to establish in his community. “The pro- 
gressive, alert and efficient merchant has little to fear,” 
he said. “The day of the chiseler, slow-poke and 
get-by artist has passed.” 

In the next address, Louis J. Robertson, chairman 
of the Tanners’ Council of America, referred to the 
stabilization of price in the leather industry, previously 
mentioned by Colonel Wonson, and explained it by 
pointing to the reporting service operated under the 
NRA code by the members of the association of which 
he is executive head. This reporting service, he ex- 
plained, serves to keep demand and supply closer to- 
gether than has been possible in the past as it quickly 
shows when the saturation point is being approached. 
Production, under this reporting system, can be stepped 
up or down, as the demand varies one way or the 
other. 

Most convincing was his scotching of rumors 
now current to the effect that the killing of cattle 
because of the drought will so increase the avail- 
able supply of hides as to bring about a decrease 
in the cost of leather and a consequent drop in the 
price of shoes. 


He denounced this, not only as poor psychology at 
a time of the year when merchants should be making 
their commitments for the Fall and Winter seasons, 
but also as being directly contrary to the facts in the 
case. These facts, admirably summarized by the 
speaker, are as follows: 


First—It is admitted that, in order to relieve the 
drought-stricken farmers, the government has pur- 
chased and has had slaughtered by the packers 
large numbers of cattle. 

Second—That while government relief officials, 
at the time, had given no thought to the possible 
effect of this slaughter on the available supply of 
hides, he has reason to believe that within a few 
days measures will be announced which “will un- 
scramble the situation in an orderly way.” 

Third—Even though these governmental meas- 

ures taken for the relief of the farmer may seem 
to make a hide surplus inevitable, it must be remem- 
bered that the kill just completed will merely take 
the place of kills usually held in September in any 
event—kills which will not now be necessary. 
e Fourth—The shoe industry must not lose sight 
of the fact that only about 60 to 65 per cent of the 
hides consumed by the leather industry come from 
the backs of United States cattle. Thirty-five to 
forty per cent are imported annually—but we will 
see a large decrease in imports because of the un- 
favorable rate of foreign exchange—a rate which 
makes imports almost prohibitive in price. 
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“There is no justification,” he concluded, “for this 
expectation of lower prices and I am convinced that 
there will be an increase before the year is over.” 

Short addresses also were made by Arthur D. An- 
derson, editor-in-chief of the Boot anp SHor Re- 
CORDER, urging the country-wide adoption of Aug. 15 
as the date for Fall openings and pointing to the suc- 
cess of similar early openings in the fur and furniture 
industries; by F. B. Masterson, president of the Na- 
tional Shoe Wholesalers’ Association, who announced 
that the wholesalers of the country have increased 
their business in a most gratifying way; and by Thomas 
F. Anderson, secretary of the New England Shoe and 
Leather Association, who read a long telegram from 
his directors to Gen. Hugh S. Johnson in Washington 
pointing to the signal success of the show as the in- 
dustry’s protest against code provisions forbidding the 
charging of a participation fee, and as evidence, if 
any were needed, that the New England show should 
be exempted from those code provisions which now 
threaten to curtail this annual mid-Summer event. 

President Masterson, of the National Shoe Whole- 
salers’ Association, was a busy man on Tuesday. His 
address at the luncheon-meeting came on the heels of 
a nearly three-hour session of his own group, during 
which a thorough discussion of the wholesalers’ sup- 
plementary code was had. Members of the associa- 
tion from as far west as St. Louis were in attendance. 


The question before the meeting during most of the 
morning was that section of the code which defines 
fair practice—specifically that clause dealing with re- 
turned merchandise. It was the aim of all to phrase 
this paragraph so that, in its application, no unfair- 
ness should be done to either party in a transaction. 
Having accomplished this, the phraseology will be sub- 
mitted to the code committee of the association; and° 
finally, will be submitted to the NRA officials in the 
national capital. 

Hospitality certainly was not neglected. You can 
safely leave all such things to members of the shoe 
traveling profession. In this case it was the Boston 
Shoe Travelers’ Association which put it across—the 
best outing which has ever been held in the history 
of the Boston shoe fair. Although original plans had 
called for the regular excursion to Pemberton, with 
sports ashore, followed by a New England shore din- 
ner, members of the general committee in charge em- 
braced a suddenly-presented opportunity to get Bos- 
ton’s newest excursion steamer for a sail to historic 
Provincetown, at the tip of Cape Cod. 

Nearly 500 piled up the gangway after having been 
raced from up-town hotels in a fleet of Fords pro- 
vided by dealers in Metropolitan Boston. An ample 
box luncheon was served as soon as the last line had 
been cast off and for about four hours, buyers, sales- 
men and manufacturers fraternized on the deck, amused 
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themselves with card games, or indulged in a program 
of sports provided by the salesmen. 

Arriving at Provincetown, several hundred hardy 
males hurled themselves into sight-seeing busses for 
a trip around the town; others went to a nearby ball 
field where was staged the annual battle between teams 
representing buyers and salesmen; others strolled (?) 
to the top of the 250-ft. high tower from which most 
of the Cape is visible; others merely ambled around 
enjoying the scenery. 

Sometime during the course of the ride to Province- 
town, or perhaps it was after the boat arrived there, 
there was a sack race in which 14 entries fought for 
home, fatherland and a prize which had not been 
awarded at the time we went to press. Morris Rosie 
of New York City reached the tape first after a series 
of complicated evolutions. He was thereupon de- 
clared the winner. Runner-up was T. J. Timmons of 
Portsmouth, N. H. It was almost a dead heat and the 
participants were dead beat after it was over. 

The ball game was a curious affair. Not even the 
closest student of the sport could discover any real 
resemblance to big league tactics in what they viewed 
from the grandstand set in the sand dunes. Even as 
fair-minded a man as Colonel Wonson, president of 
the New England Shoe and Leather Association, was 
heard to remark that, while he enjoyed himself im- 
mensely, it was not what he would call the real thing. 
Furthermore, he publicly expressed the hope that the 
playing would be better next year—what with busi- 
ness picking up and everything. 

Batteries for the day’s game comprised Messrs. Wells 
of Natick and Gavin of Waltham for the buyers; and 
Messrs. Abbott of Reading and Prizio of Boston for 
the salesmen. 

The game was called after the first half of the second 
inning. The salesmen, having been twice at bat, won 
handily by the score of six to three. 

At 7 p. m. the boat sailed with all on board. New 















market week. 


A cruise to Provincetown and 
other sightseeing trips gave a wel- 
come interlude to business en- 
gagements during Boston's busy 








England’s famous shore dinner (this time served 
afloat) again put in its appearance and the day ended 
when Commercial Wharf was reached about 11 that 
night. 

While all this was happening, the New England 
Shoe and Leather Golf Association also put on a show 
for those hundred and more ardent mashie-swingers 
who look on the Boston Fair as an opportunity to test 
their skill on new and untried courses. Over the hills 
and through the rough of the Charles River Country 
Club they wended their way as best they could and 
some of the bests were awful. However, as there were 
at least 50 prizes, even a high score was apt to win 
something. Top winners in this tournament, in their 
various handicap divisions, were as follows: 

Handicap 0 to 8—Frank Craven, net 69; Willie 
Howard, net 74; and Fred G. Thayer, net 76. 

Handicaps 9 to 16—-Wilbur Hughes, net 68; Rod 
Kilham, net 68; and J. H. Ritchie, net 71. 

Handicaps 17 and over—D. E. Moller, net 66; Frank 
Fay, net 69; and W. T. Jackson, net 69. 

At the conclusion of the play, considerably more 
than a majority remained for dinner; a few, with buy- 
ing on their consciences, returned to Boston and the 
exhibits. 

In speaking of the significance of this year’s Boston 
Fair and the importance of associated effort in business, 
Mr. Mittelman said in his Tuesday luncheon address: 

“July this year is a most significant starting point for 
the development of better business, better service and, 
as President Roosevelt said yesterday in his speech at 
the Virgin Islands, ‘I believe in better homes, better 
living conditions and a better chance to earn a living.’ 
Boston has made in this convention and exposition a 
better opportunity for shoemen to get face-to-face con- 
tact with the realities of business. Comparison helps 
the manufacturer as well, for he studies not only his 
own showing but that of his near-by competitor in the 

[TURN TO PAGE 38, PLEASE] 
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THE OVAL WALL... INDIRECT LIGHTING A S H O E 


There is a most restfui 
effect upon the eve from 
the gracefully ovalled 
walls. Indirect lighting 
and the neutral tone of 
walls and furnishing are 
quite in keeping with 
what one might expect 
in modern Radio City. 


[RVING JACOBSON, proprietor of the striking new 

Jay Mode Shop in Radio City, was confronted with the 

perplexing problem of a complete change of character 

of his neighborhood. For 22 years he successfully 

operated a shop at 104 Delancey Street. He sold a high 

quality women’s shoe and built up a reputation for Mr. Jacobson and his : 
ie ; : assistant, Mr. S. Green. 

service. As his shop grew older he found that his cus- heme, beve sun 

tomers were moving farther uptown and only those Praga attention to 

> ° t i ttings— 
customers who were sufficiently interested took the trou- bi pee oh sh 
ble to go downtown for their shoes. For 18 months he 5ist street and the 


; pao ee Sadi ree other on the Radio 
studied the situation and finally struck upon the happy Clty ‘Arenie. 
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THIS DELIGHTFUL WINDOW FACES ON THE ARCADE 


Jaymode 


INC. 
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EFFECTIVE USE OF MIRRORS 





























What is more discouraging to a retailer who 
has built a highly desirable clientele in a 
neighborhood than to find that the character 
of that neighborhood has changed radically. 


Such was the problem of Irving Jacobson and 
his new shop in Radio City is his solution. 


STORE IN RADIO CITY 


THE RECESSED DISPLAY 





2h 





idea that the midtown theatrical section was an area 
that most of his customers visited at least once a week. 

Making a further survey, he hit upon Radio City. 
For a year or more, each Saturday, he studied the type 
of people walking in and out of Radio City. It seemed 
a highly desirable location to him and subsequent de- 
velopments proved that his choice was a wise one. 

Here are some of Mr. Jacobson’s deductions: Radio 
City was perhaps the one really permanent neighbor- 
hood in New York. Stability was apparent in its type 
of structure. Radio City was the one spot to which all 
buying women, particularly his customers in New York, 
and, more loosely speaking, women from all parts of 
America, must at one time or another gravitate. And, 
more important, it was an immediate source of custom- 
ers because of the fact that one of the buildings, the 
R.C.A. unit, had over 16,000 prospects, all girls of 
assured income, who—because of their positions—must 
maintain a smart appearance. 

Accordingly Mr. Jacobson designed the store that 
would fit into this picture, would be as smart as the 
structure that housed it, and quite as permanent. In 
consultation with Radio City engineers, he conceived 
the most attractive shop that we have seen in some time 
—complete in every way and modern enough to include 
the latest indirect lighting and air-conditioning. 

The store is L-shaped, with one end most gracefully 
ovaled, giving the true appearance of the “salon”; walls 

[TURN TO PAGE 43, PLEASE | 


































THE 


EDITOR'S 


THE Chicago Century of Progress Exposition was to 
be the world’s fair to end world fairs. The public de- 
cided otherwise. Not satisfied with one year’s show- 
ing, they demanded another and better one. 

To date this year we have had six combination con- 
ventions and expositions with an increase of lines 
shown and a mid-year peak in the Boston Shoe Fair 
greater than ever before. 

What can the answer be? Evidently the people in 
the trade want what they want when they want it— 
and get it. Decision was made last week to hold not 
one automobile show next January but a great number 
of showings regionally the country over. Henry Ford, 
who understands the public pulse, said it was the cry 
for education. 

One of the oldest manifestations of trade was the 
market place and special events built around the re- 
turn of the tribesmen and shepherds to barter wares 
in periodic fairs. The big fair of Leipsig has been 
continuous for nearly 700 years for it was established 
between 1156 and 1170. In 1268 the reigning sov- 
ereign “accorded to the Leipsig Fair a safe conduct 
which assured to the foreign merchants on their way 
to the Fair free passage for their persons and their 
merchandise—even though they came from a hostile 
country.” This document thus proclaimed more than 
650 years ago the inviolability of personal property 
in time of war. Fair rights were confirmed by sov- 
ereigns, popes and emperors in the years that followed. 

So, evidently the desire to go to fair is something 
that cannot be removed from the behavior of people. 

The Boston Shoe Fair also has its traditional back- 
ground. The impulse to get together in craft and in 
a huddle, to talk shoes, their purchase and distribu- 
tion, is evidently so deeply ingrained in the human 
mind: that it cannot be altogether discontinued. To 
sell one’s wares in a common market place is to give 
full reign to comparison of qualities, values and prices. 
To that end it serves a public good, if it is not made 
an instrument of coercion, control and combine. When 
you prohibit, you so often increase the desire for the 
thing made taboo. 

The exposition at Boston created much good will 
for that community. It put its best foot foremost. 
The management and Thomas F. Anderson are to be 
commended for their sportsmanship. It cost money 
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OUTLOOK 


Accord on Trade Fairs for Progress 


BY 


a a 


to stage a national fair and in this case exhibitors were 
all “free riders.” The burden of the expense in bring- 
ing an audience of merchants to see the more than 
450 showings of shoes was borne by the association 
and no exhibitor paid a fee for participation, directly 
or indirectly. 

They were not just dull, inert showings of mer- 
chandise; but alert presentations of selling points use- 
ful in ultimate sale to the public. And the meetings 
were seasoned with fellowship in gatherings, harbor 
trips, golf tournaments and all of the things that go 
to make the life of business a pleasant business of 
living. 

One of the amazing things discovered in the Century 
of Progress was the “consuming desire of folks to 
watch a machine working.” For some reason or an- 
other, probably the imprint of our machine age, the 
public has developed a tremendous fascination for 
watching the assembling of a product. 

In a trade way the Boston show reaffirmed an in- 
terest in what was in back of the fashion exterior of 
a shoe; the desire to know more about its component 
parts and the how and why of fabrication. 

Deliberation this past week indicates the probability 
of harmony between the manufacturers and the re- 
tailers in the conduct of the great national show next 
January. Unrestrained, unorganized, promiscuous 
shows, scattered here, there and everywhere, serve no 
real purpose for they disorganize the natural flow of 
business. This industry is comparatively a small one 
in the family of industries. When accord is developed 
between the manufacturers and the retailers in the 
solution of the problem of fairs, then indeed we shall 
see real progress for there are so many things that 
need to be done in both divisions of the trade that it 
is absolute folly to continue a situation of discord. 

A new day is aborning and harmony between the 
manufacturers and the retailers on the subject of trade 
fairs would be the first step in a general betterment 
of trade. 
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HAMMER, 
HAMMER, 
HAM M ER! Week after week Good- 


year’s $4,000,000 “ad-power” campaign in 
leading magazines has been riveting one 


fact in the public’s mind: 


“The Goodyear name on the sole means a 
longer wearing shoe. Extra value! Extra 
quality!” 

Up, up, up have gone sales of shoes with 
Goodyear Wingfoot Soles — increasing 


FOUR-FOLD in the last two years! 
That’s why it pays to have them 


on the shoes you sell—because 
the extra sales-power of the 
Goodyear name and Goodyear 
advertising helps you do more 
business. 


m| 


WINGFOOT SOLES «> HEELS 
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An Ostrachoderm, the 


Illustration from American earliest record of living 
Museum of Natural His- 
Pi balance. 


Ask an average person to lift a load equal to his 
body weight one or two inches off the ground and 
place it, say two feet away, and he should be able 
to do it without undue effort. Ask him to repeat this 
10,000 times or so during the day and you will meet 
with an emphatic protest—the thing simply cannot 
be done! Further, exact that this all be exceedingly 
carefully carried out so that the load substantially the 
same height as the individual, be started from a position 
of upright balance and then put down in this same posi- 
tion of balance. Impossible, you say! 

Yet this is precisely what we can do and succeed 
after a fashion in doing with the aid of our feet every 
day year in and year out. No wonder it takes us the 
first fourteen months of our lives to get the start of this 
complicated thing which we call walking; small won- 
der, too, that so many fail to keep up this balancing 
process as well as they might for the rest of their lives, 
once they have learned how to do it. 

Walking, then, like many of our acquired habits, is 
too much taken for granted. We overlook the basic 
fact that to walk well means good carriage and posture, 
that good posture depends on good balance, and that 
balance becomes easy or difficult according to whether 


ANALYSIS OF THE BROAD JUMP... . 


IS WALKING 


NORMAN D. MATTISON, M.D. 
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A LOST ART? 


. 


Reprinted from the American Journal of 
Physical Therapy 


the base of support is a good and sufficient base or not. 
Most often it is not, judging by simple but conclusive 
tests relating to balance. 

Let us go back a step to inquire further into this 
matter of balance—how it began, according to our 
earliest records, and then consider how balance affects 
the lives and work of every individual in our modern 
complex civilization. 

To be sure, our inquiry into the earliest records of 
balance means a long step into the past—a step that 
takes us to some formations near Canon City, Colo., 
where a group of scientists not long ago found the fossil 
remains of a pre-fish—a form of life existing even be- 
fore fishes evolved, representative of Ostrachoderms, so 
say the scientists. By the “radium method” of meas- 
uring geologic time, we learn that this form of life 
existed 400 million years ago! 

This is enough to conjure with, but the marvel of it 
all does not end here. A study of this Ostrachoderm 
brings forth the fact that these pre-fishes had optic, 
olfactory, and balancing capsules—not only could they 
see and smell, but of most importance to our present 
discussion, they could also balance. 

Just how well does this: heritage of a remote past 
carry us forward to our present civilization? In what 

[TURN TO PAGE 40, PLEASE | 











When it is realized that it 
has taken many million 
years of progressive evolu- 
tion for a man to learn 
how to do this, shoes as- 
















sume a new importance in 
our modern civilization. 
What is true of the above 
subject is true, relatively, 
of every one who walks. 


Illustration from 
Illustrirte Zeitung, 
Leipzig. 
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The Sun is §S 


for DOU 
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No matter where you go, these days—if you're in 
a gathering of shoe-men—the talk soon turns to 
W. L. Douglas Shoes and the tremendous progress 
this fine, old company is making]! 


Department stores and independent stores every- 
where are admiring Douglas’ knowledge of styles 
and modern merchandising methods . . . praising 
the company’s broad, new policies and the oppor- 
tunities for increased profits. With the reawakening 
of American business, Douglas has stepped out in a 
swift, youthful stride] And Douglas Dealers, caught 
up in the fast-moving pace, are swinging along to 
easier, greater profits than they ever dreamed that 
Douglas held for them! 


Look at the new Douglas styles for Fall, and you'll 
have an idea of what's going on. Here are shoes as 
smart and modern as ever snuggled around a shoe- 
tree. You can offer them with complete confidence 
to the best-dressed men among your customers! And 
remember: You can back up your confidence in 
Douglas Style with an equal confidence in Douglas 
Quality. The sincere workmanship and honesty that 
built this business through a half-century are still our 
guiding lights! 

Style . . . Quality . . . Profitable Mark-ups... 
plus a nation-wide advertising campaign in leading 








metropolitan newspapers and The Saturday Evening ~ 
Post are liftu:.g the business clouds for Douglas Deal- . 





ers. The sun is shining again! There is a lot more to 
the new Douglas Franchise than we could outline 
here. Use the coupon to get the full details. Mail it 





HOLBROOK’S SHOE STORE 

235 Main Street, Danbury, Connecticut 
Mr. Robert P. Settle. manager of Holbrook’s — one of Danbury’s finest 
stores — says: “The fact that we have sold W. L. Douglas Shoes for 
more than 28 years should prove to anyone that we believe they are 
the best line of popular-priced shoes on the market.” 





W. L. Douglas Retail Prices for Fall, 1934 


Men’‘s Shoes $3.50, $4.50, $5.50 
Lady Douglas Shoes $3.50, $4.85 
Men’s Normal-Treds start at $7 
Lady Douglas Normal-Treds 

(with patented, scientific, corrective features) 


W. L. DOUGLAS SHOE COMPANY 


The famous price- 
stamp on the soles of 
W. L. Douglas Shoes 
is a strong selling- 
point. It guarantees 
honest value to your 
customers. 


Name 


City 


Brockton, Massachusetts 


Gentlemen: 
(] Please have your representative call and tell me about the 
new Douglas Line and Policy. 


(_] Please send me a catalog of the New Douglas-Styles for Fall, 
1934. (Ready about August 1.) 


Street 





___ State. 





AMERICA’S FAMOUS 


SHOE-VALUE 
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“Chicago 


. Learn about 
BROW NbBilt 


and 


Buster Brown 
Shoes 


= 
D OWN the broad aisle of 


the General Exhibits Build- 
ing they come — by the thou- 
sands every hour—weary and 
foot-conscious men, women 
and children, who probably 
never before demanded so 
much of their feet. 

From away off they spot the 
Brown>t and Buster Brown 
display. The word “shoes” 
seems to act as a magnet to 
these people with weary feet. 

Newcomers, seeing the 
gathered crowd, soon learn 
from those out on the fringe 
that here, without charge, you 
can see your feet in an X-Ray 
machine. They stand and wait their turn, 
eager for any foot relief information. 

The free X-Ray, plus the Buster 
Brown Marionette Show, which is 
gaining a great reputation, makes the 
Brown Shoe booth one of the most pop- 
ular commercial displays at the Fair. 


FOOT-WEARY MILLIONS 


A general view of the Brown Shoe display. 
It is ideally located in the south end of the 
General Exhibits Building. Broad, sweep- 
ing aisles lead up to and converge at this 
point. Visitors cannot miss it. 


The feature of the main display space is 
a pair of X-Ray machines manned by 
trained foot specialists. Visitors pa- 
tiently stand in line to get a look at 
these pedals that are being so sorely 
tried. While they wait, a moving dis- 
play explains the great size of the com- 
pany and the quality of its products. 


There’s a practical service in this for 
the retailer. The name and address of 
every visitor who steps on the X-Ray 
machine is secured. A record of the ex- 
amination is given to these visitors with 
the urge to take the record to the local 
Brown Shoe dealer at home. 
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In what is termed by Fair visitors the most ingen- 
ious and exciting Marionette Show ever con- 
ceived, Buster Brown, Mary Jane and Tige cap- 
ture the great criminal Jack “Twillinger.” Crowds 
block the broad aisle, and all traffic stops while 
Buster and his pals perform. The Marionettes 
are under the personal direction of Meyer Levin. 


Everyone who gets on the ma- 
chine has first given name and 
address. The trained operator's 
observations are recorded, and 
given the visitor. Each receives 
an effective and dignified sell- 
ing on the superior fitting and 
other qualities of Brownbilt and 
Buster Brown Shoes. 


To make doubly sure that contact at 
home will be made, the retailer receives 
a report of the townsman’s visit. Thus 
sales are being made—word-of-mouth 
advertising spreads in every community 
—and Brown: and Buster Brown 
retailers increase their business. 


Write to Brown Shoe Company for complete informa- 
tion about the unique tie-up that gives Brownbilt and 
Buster Brown retailers an opportunity to cash in on this 
display, both with prospective and returned Fair visitors. 


Drown Gaoe Gouge © Saint Louis 


Manufacturers of the Concentration Line—including Buster Brown Tread Straight 
Shoes for boys and girls, BROWNbilt Tread Straight Shoes for men and women, 
and BROWNDbilt Foot Science Shoes for men and women. 
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PLUS 


Merchandising 


The Added Bit of Sales Punch 
That Produces the Extra Profit 


“"PLUS-MERCHANDISING” was the subject of an 
interesting address by George N. Geuting at a recent 
store meeting of the sales staff of the Geuting stores 
in Philadelphia. 

Mr. Geuting tells why two similarly situated stores, 
or two salespeople within the same store, will often pro- 
duce much different results in actual sales of mer- 
chandise to customers. 

“Plus-merchandising,” according to Mr. Geuting, 
is selling not only the specific thing for which the cus- 
tomer came into the store, but some additional item in 
shoes, hosiery, findings or accessories. 

“On my recent trip, which was probably the most 
interesting and instructive I have ever made to the 
factories, I naturally absorbed a great many ideas which 
I would like to transmit to our organization,” said Mr. 
Geuting. “Many of these ideas will appear in our 
daily conversations and meetings, but there is one 
definite thought that impressed me so much that I 
would like to tell you about it. 

“At these factories, because I am a retailer, retailing 
was the natural subject of our discussions, in which we 
debated why certain retailers are successful while others 
are not. Within a certain district there will be two 
stores which have the same physical and economic con- 
ditions to contend with and the same tools with which 
to work. Over a given period, one will have increased 
his business, while the other will have shown a loss. 
After looking over the reports on some of these stores, 
I can’t blame the factory for feeling that in addition 
to styling and manufacturing the merchandise, they also 
have to retail it. 

For want of a name, let us call what I am about to 
discuss plus-merchandising. It is that something which 
in athletics we term the fighting spirit, that added bit of 
punch that makes the winner and the champion. When 
an individual has it in business, he stands out from his 
fellows like a sore finger. When a store has it, that 
store stands out from the mediocre store that goes plod- 
ding along to ultimate failure. We, at Geuting’s, have 
the reputation of being above the mediocre, yet I am 
conscious of many tricks that we miss, and I am con- 
vinced that we could do a much better job of “superior 
salesmanship.” 
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GEORGE N. GEUTING 


For instance, a carefully kept list of your customers, 
so that you can later follow up either by letter or 
telephone. The greatest difference between various 
clerks in our store is noticed in the opening of accounts. 
Why should one clerk open up ten times more charge 
accounts than another clerk? Why should certain 
clerks have greater returns than others. After all, when 
a customer comes into our store, he is at least eighty 
per cent sold. What do we sell him in addition to the 
specific things that he has come in to buy? Don’t pat 
yourself on the back when you have sold him one pair 
of shoes. You are only an order-taker then. Plus- 
merchandising is selling that specific thing that the cus- 
tomer came in for, and something beyond that. There 
are many more examples, but I know you will get my 
thought. 

“There is a saying, “Nothing is permanent but 
change.” So to keep abreast of the times, while we 
must, of course, keep our fundamentals the same, we 
must always have new window-dressing, so to speak 
. .. new showmanship . . . new dramatization, constantly 
keeping our business on the alert, and in a way that 
attracts people favorably. It encourages shopping. Our 
dominating and ever present thought should be to de- 
vise new ways and means of bringing the store to the 
favorable attention of the buying public. We should 
constantly endeavor to make our merchandise new and 

[TURN TO PAGE 43, PLEASE] 
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THE FINISHING TOUCH 























The finish is always best when 











the materials underneath are 








of proper quality and texture. 


Celastic Box Toes fulfill these 
requirements in the toe con. 


struction of any shoe. 





sieert 


ners, 
r or 
rious 
unts. 


arge 
rtain 
when 
iehty 
» the 
| pat 
pair 
Plus- 
cus- 
here 
| my 


but 
» we 
, we 
peak 
intly 
that 
Our 
| de- 
the 


i | UNITED SHOE MACHINERY CORPORATION 


and 
\SE | BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 





THE QUALITY BOX TOE 









































































































































































































































realizing that the enduring beauty of a shoe depends in large 


measure upon the leather of which et fashioned. The rich 


“natural beauty” of Evans Kid Leathers not only gives footwear 
this smart consumer appeal, but adds to the snug comfort of a 
shoe as well. That is why successful manufacturers and merchants 
everywhere place reliance in Evans Leathers — the kid with a 


definite sales influence. 
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SALEing Into Midsummer... 


By mid-July, most shoe merchants are concerned with 
the problem of getting their Summer stocks in shape 
for the coming season. That means placing orders for 
Fall merchandise on the one hand, and on the- other, 
the equally important work of cleaning up the left- 
overs of Summer shoes. Indeed, from the standpoint 
of practical operation, the order might well be reversed, 
for the average merchant usually finds himself in the 
position of being obliged to liquidate the greater part 
of his Summer merchandise before he is open to buy 
new shoes for Fall. Even the retailer who is in the 
envied position of having a comfortable reserve of work- 
ing capital safely in the bank, recognizes that he must 
keep his stocks in good condition if he wishes to con- 
tinue in that happy situation. 

This year is no exception to the traditional rule of 
practice, as demonstrated by the preponderance of sale 
advertising to be found in the newspapers of practically 
every city in the country. True, there are many stores 
whose ads reflect a sharp divergence from this policy, 
for a considerable number of shoe merchants feel that 
reduced price sales, by whatever name you call them, 
represent a destructive influence in merchandising. 
There has been a sustained agitation in the shoe trade, 
extending over many years, whose avowed object has 
been to convince merchants of the unwisdom of sales at 
any time, and falling short of that objective, to control 
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on SALE AT 330 TUESDA 
| NEVER BEFORY Ae 
THIS ND PROBABLY 











the sale situation so as to minimize its interference with 
normal selling. 

In many localities the effort to control the sale situa- 
tion has met with a considerable degree of success, but 
the semi-annual Summer and Winter clearance sales 
have, for the most part, resisted all assaults. Apparently 
the idea of a thorough-going housecleaning of shoe 
stocks at least twice a year is so ingrained in the minds 
and habits of most stores that it seems destined to sur- 
vive even the epoch-making changes that have marked 
the progress of retail development in this extraordinary 
period, that has witnessed the passing of so many trade 
traditions. 

Generally speaking, the sale situation this Summer 
seems to have been held fairly well in hand, despite the 
fact that merchants in many instances had fairly heavy 
stocks of strictly Summer shoes which they were de- 
sirous of cleaning up as early as possible. There were 
a good many early sales on sandals, but, due to the 
advice of the National Shoe Retailers Association and 
other agencies, there was no concerted rush to throw 
desirable merchandise overboard in the early weeks 
of the Summer. But now the open season on sales is 
here and we find newspapers all over the country carry- 
ing bold announcements of Summer clearances. 

If we are to have sales—and apparently they are 

[TURN TO PAGE 53, PLEASE] 


Clearance Sales in Full Swing 
as Merchants Endeavor to Put 
Their Shoe Stocks in Shape for 
an Early Fall 


If you must have a sale, it's best 
policy to play it up in dramatic 
advertising and make it a real 
one—then get back to regular 
prices and regular profits by 
August 15th. 
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One Eyelet Tie; 616 Last; 
16/8 Continental Heel. This 
smart ‘616’ last fits nearly 
every tyne of foot exceptionally 
wall Patna €2 Af, 












ROSALIE 








U. S. Pat. 1,754,225 


When you see this new, coordin- 
ated, one-line-for-all-needs, your 
ideas of value will be revolution- 
ized. From a range of over one 
hundred patterns, you can select 
a dozen combinations to meet 
every requirement. There are 
new, added construction fea- 
tures—new lasts— new value— 
all backed by the Ault-Shack- 
ford reputation for good shoes 
and thorough service. Here is 
the new era line you need! Un- 
excelled in Style, Quality, and 
Fit—unequalled for Comfort! 








AULT-SHACKFORD 





ALTHEA -. _ Airaid — “Althea” 


Eyelet 
i 614 Last; 74 ya 
1 Heel; In Stock AAA to C. 
hy famous semi-style last. 
$3.60. 










ADRIAN BONNIE 
Cc — 41 —, ‘Adrian’ — P ce — 65—Air-Tred— 
Bl ede ‘Bonn Five Eyelet 
Last; 16/8 Continental Heel gisker Tie; ; 616 Last; 16/8 
This is adapted to Continental Heel. Smart 
smart staple shoes as well and complimentary to the 
as Fe dresay types. Price foot. Price $3.60. 
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COPYISTS— 
Profit-Wrecking 
Scavengers! 


HAVE observed with great interest 

the ever-increasing activities for the 

elimination of style piracy from indus- 
tries. In my opinion there is no side- 
stepping the fact that the practice of 
promiscuous copying is unethical and, if 
viewed in the bright light of present-day 
fair thinking, is both unsound and possibly 
illegal, as it constitutes an unfair trade 
practice. 

It does not seem to me that there is one 
legitimate excuse for the continuance of 
this blood-sucking practice. While it was 
a habit to copy and trade down in the old 
scheme of things when we went from bad 
to worse, retailers and manufacturers alike 
are rapidly realizing that the procedure is 
a form of stealing, and the profit pitfalls 
are not inviting. 

I have watched the well-founded argu- 
ments against style piracy being massed 
for the attack, and I have seen and heard 
of some of the remarkable results, and they 
have proved to me that a strong, well- 
organized guild, such as the Shoe Fashion 
Guild, is the answer to the style piracy 
problem, and there is every reason to ex- 
pect that the benefits to be realized from 
such an operation will be enjoyed by man- 
ufacturer, retailer and consumer. 

The independence and firmness of that 
group of stalwart manufacturers who have 
brought this pioneer thought to the shoe 
industry and organized the Shoe Fashion 
Guild of America,. Inc., for the elimination 
of style piracy and the advancement of 
fairer practice in the trade, merit the sup- 
port of every manufacturer and retailer in 
America who has sufficient courage to stand 
on his own feet and sufficient honesty to 
admit that another man’s styles are another 
man’s property and to appropriate styles is, 
frankly, to steal a vital part of that man’s 
merchandise. 


M. A. MirreLman, president, 
National Shoe Retailers. 





James O'Connor, Buyer 


James O’Connor is the buyer at Sisson 
Brothers Welden Company, Binghamton, 
New York. In the Bulletin of May 5th. 
Miss Mary E. Downey was announced as 
the buyer, instead of the assistant to Mr. 
O’Connor. It is requested that all estab- 
lishments change their list accordingly. 



















































Color in Fall Footwear 





New Lasts! Comfort! New Colors! Tempt 


Women to Buy More Shoes 


No so very long ago a woman was content to know that her shoe ward- 
robe consisted of a black shoe, and perhaps a brown shoe. These two 
colors were adequate to wear with any type of costume because shoes were 
looked upon, more or less, as a necessity—not as a style consideration. But. 
today, the situation is reversed. Color, silhouette and material in a shoe 
are considered with meticulous attention. All enter into the question of 


purchasing footwear. 


What has brought about this change? One important factor is that 
women insist on being comfortably dressed, yet at the same time, look chic. 
and any article of wearing apparel that provides both comfort and flatters 
the wearer, has attained its highest merchandise appeal. For this reason. 
women are interested in “lasts,” and the growing knowledge that certain 
“lasts” will flatter the foot and still provide more comfort in the wearing. 
has opened up a new field of interest to the woman who is purchasing a new 
pair of shoes. American shoemakers have reached a point in developing 
shoe style and comfort that has no peer in the entire world. 


Now there are seasonal styles in shoes just as there are in hats or other 
articles of wearing apparel. Women have learned to detect the difference 
no matter how subtle it is. The present color era in fashion has a great 
deal to do with the great impetus noticed in the shoe business. The discreet 
use of color, plus the introduction of flattering “lasts.” has replaced the 
fantastic ideas that were formerly offered as “style shoes.” 


Blue shoes are now staple shoes, but just the same. the blue shoe is an 
extra shoe, so that now we have three instead of two staples in demand. A 
wide range of blue costume colors has brought about this demand for blue 
shoes. Blue has been adopted as a key color in fashion, second only to 
brown, and since we have had such an outstanding navy-blue season, it 
seems logical that women will want blue shoes until late in the Fall season 
to wear with navy-blue suits, coats, and the bluish tweeds that were seen 
everywhere during the Spring season. 


There is a definite trend towards color in Fall footwear—all very dark 
to be sure, but a trend, nevertheless, that shows a swing away from black. 
The more definitely color persists in fashion, the more color effects will be 
suggested in women’s shoes. This in turn inspires a greater urge to buy 
more shoes, for shoes are an integral part of the costume, and are becoming 
definitely accepted as such. 
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RETAILERS ASSOCIATION 


HEADQUARTERS :—3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 








Trade Activities 


The Boston Shoe Fair held on July 
9th, 10th and 11th prompted us and as 
an Association, to give it our active co- 
operation. More than three hundred 
display exhibitors applied for space. 
Merchants were afforded an excellent 
opportunity to make comparisons of 
shoes in the various grades as regards 
quality and price. 

During the Convention, educational 
business sessions and open forums were 
under the direction of the National Shoe 
Retailers Association. 

* * * 


Reports coming into headquarters 
show that fewer factories closed down 
for the week of the 4th of July than 
for the past three or four years. A 
great number of buyers have been in 
the market recently and have placed 
orders about a month earlier than usual, 
which caused this condition. 

* * * 


The movement of “dating the season” 
is having its effect, and quite a few large 
manufacturing establishments are now 
in the position of not being able to make 
deliveries prior to August 15th, and one 
large quality factory’s best delivery date 
is September Ist. 


+ + *& 


The plan of dating the opening of the 
selling season to the consumer August 
15th is an industry merchandising plan 
which your Association representatives 
consider very sound, as it prolongs the 
selling season... and our endorse- 
ment of this movement was given in 
consequence. 





| 
| 
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Production of shoes for the Spring 
season of 1934 was far ahead of 1933. 
This production was evidently war- 
ranted by the consumer demand. be- 
cause reports from all over the country 
show in a general way. that consumer 
consumption kept pace with this in- 
creased production of manufacturers. 

* *% * 

Your Association is in hopes that 
some day the Federal Government will 
have available shoe pairage consumer 
figures which would be a guiding fac- 
tor and a valuable source of information 
to all shoe retailers. 

* * * 

The leather market prices are much 
firmer all around than they have been. 
It is your Manager’s recommendation. 
however, that all retail buyers buv 
strictly to their needs, and not to buy 
anticipating advancing prices, and that 
all keep in mind that a longer main- 
tained mark-up will have to be secured 
quite generally by retailers if profits 
are to be made, due to the fact that the 
maintained mark-up of the past season 


was insufficient. 
* * * 


“Don’t buy shoes for promotion—buy 
to sell at a profit” is the plan of a tre- 
mendous number of the retailers who 
are daily calling at headquarters. 

* * * 


One of our illustrious citizens has 
said: 

“T do not prize the word ‘cheap’ 

It is not a word of hope, 

It is not a word of comfort, 

It is not a word of inspiration. 

It is the badge of poverty, 





For Your Information 


Given To Find 
1. Cost Purchases— Mark-up 
Selling Price Percentage 
2. Selling Price— Cost 
Mark-up per cent Purchases 
3. Cost Purchases— Mark-up 
Mark-up per cent 
4. Mark-up—Mark-up Selling 
per cent Price 
5. Cost Purchases— Selling 
Mark-up per cent Price 
6. Retail Purchases and Cost 
Mark-up per cent Purchases 
7. Cost Purchases and Retail 
Mark-up per cent Purchases 


Divide Mark-up by Selling Price 


Multiply Selling Price by (100%— 
Mark-up per cent) 

Mark-up plus Cost Purchases equals 
Selling Price 

Mark-up divided by Selling Price 
equals Mark-up per cent 

Divide Mark-up by Mark-up per 


cent 

Divide Cost Purchases by (100%— 
Mark-up per cent) 

Multiply Retail Purchases by (100% 
—Mark-up per cent) 

Divide Cost Purchases by (100%-~ 
Mark-up per cent) 


CODE 


RETAIL TRADE 





REGISTRATION NO. 


1934 


Pat, no: oan. se7Tea) 








Pnercery 


It is the sign of distress, 

Cheap merchandise means cheap men . . . 

And cheap men mean a cheap coun- 

try.” 

Keep the above in mind when you 
buy Fall merchandise, and, as a retailer. 
don’t prostitute the industry of which 
you are a part, or use sources of supply 
that are not a credit to the industry of 
which they are a part. There are stand- 
ards of quality and grades below which 
the consumer is not receiving a fair 
deal, at any price. 


* # 


"Drought Hides" 


Boston, Mass.—The government is 
buying cattle in the drought regions, 
and the hides of them are coming to 
market, and so “drought hides.” Fig- 
ures differ as to the number, but the 
estimates are enough to start tanners 
to figuring as to the consequence. 

“Drought hides” caused the recent 
break in the hide market, which re- 
sulted in a cut in the price of shoes by 
some large producers of footwear of the 
popular grades. 

Tanners have suggested that some 
of the “drought hides” be put in pickle, 
to preserve them for the Fall when 
hides are likely to be scarcer, for 
farmers having fewer cattle because of 
the drought will send fewer cattle to 
market in the Fall. 

Incidentally, “drought hides” are of 
poorer quality than regular hides, ac- 
cording to the rule that well-fed cattle 
furnish the best hides for leather, and 
being of poorer quality these hides will 





make up into cheaper and poorer 
leather. 
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body and every organization interested 
in increased early sales of Fall shoes 
must do their part, and do their best. 

Success this first Fall shoe opening, 
Aug. 15, assures still greater success in 
coming years. BooT AND SHOE RE- 
CORDER is doing its part, and asks you to 
follow through. Not even the RECORDER 
was prepared to anticipate the chorus 
of approval that greeted its suggestion 
to “date” the Fall season, cut short the 
profitless Summer sales period and 
swing into profitable promotion of new 
styles early. 

The preponderance of approval ex- 
pressed in letters and comments by 
recognized trade leaders proves that the 
need exists for a planned retail policy 
in which all stores can participate, and 
demonstrates that the Aug. 15 opening 
idea is in line with the thinking of many 
of the best minds in the industry. We 
published many of these letters last 
week. Additional expressions of opin- 
ion on the subject follow: 

“It seems to us that your idea has 
everything in its favor and nothing 
against it, and whether Aug. 15 would 
be the proper date or not is not for us 
to say as it would seem that the mer- 
chants and distributors of shoes were 
in a better position to assist you in 
naming a specific date than we were, 
but we distinctly feel that some sort of 
action to make an arbitrary opening 
date for Fall shoes would be to the ad- 
vantage of everyone in the trade. 

“There is nothing new about pointing 
to the hat industry as an example of 
this, but they are pretty successful in 
their program. Straw hats blossom out 
freely after May 15, and certainly one 
feels very conspicuous in a straw hat 
after Sept. 15, no matter how warm the 
weather may be. This is pure psychol- 
ogy and clever merchandising, and the 
hat trade have certainly got us in a 
frame of mind where we change our 
headgear automatically at certain sea- 
sons of the year, and usually results 
in new purchases and a stimulus to 
their business. 

“In order that new lines of Fall and 
Winter shoes may create new sales and 
added volume, it is, of course, obvious 
that they should be distinctly season- 
able. Nothing so easily deters the aver- 
age man from the intended purchase of 
new shoes as to find displayed for his 
choice shoes that are almost like the 
ones that. he now owns. pees 

“This remark may sound like a bro- 
mide, and may be perfectly obvious, and 
yet it is a fact that too many lines of 
men’s shoes, particularly, are not suf- 
ficiently and distinctly different in fact 
as well as appearance between the two 
seasons. Of course the advent of larger 
quantities of sport shoes and white 
shoes is changing this picture rapidly 


Weve All Got a Date 


[CONTINUED FROM PAGE 14] 


e % 
WEDNESDAY 





and it is an excellent thing for the in- 
dustry. 

“The establishment of an arbitrary 
date is a little difficult owing to the fact 
that our United States of America are 
geographically pretty large, and a date 
that might be timely for Texas, Okla- 
homa and Missouri might be 30 to 60 
days too soon or too late for the New 
England States. It might be policy to 
establish two dates for both Fall and 
Winter arbitrary changes. Let us say, 
south of the Mason-Dixon line one date, 
and 15 to 30 days later north of the 
line. That is only a suggestion, and as 
above stated it seems to the writer that 
the retail distributors of shoes are in a 
better position to answer this question 
than we are, but we distinctly do en- 
dorse your suggestion and idea. We 
would like to contribute to it in our 
small way in our publicity and mer- 
chandising of an item which may seem 
a pretty small one in the general style 
program, and yet which has had and 
will continue to have its influence on 
style.” 

L. H. Gilson, 
Barbour Welting Company, 
Montello, Mass. 


*_ * * 


“We believe that it is an excellent 
idea to have starting dates for all sea- 
sons so that there will be a unanimity 
of effort on the part of all the mer- 
chants in creating a public conscious- 
ness covering these important seasonal 
dates. 

“We cannot agree with the man who 
suggested Aug. 15 for the starting of 
the Fall season as we think that is en- 
tirely too early. The dates should not 
be set until. the vacation seasons are 
over and until people get back from 
their summer activities and the school 
season opens. Under these circum- 
stances our suggestion would be the 
second week in September. 

“We do agree with the suggestion of 
several other merchants that the Boor 


AND SHOE RECORDER, 


July 14, 1934 


AND SHOE RECORDER can serve as sales- 
manager and timer in establishing a 
common date on which all stores every- 
where should approach the public with 
a showing of Fall shoes.” 

W. W. Kline, 

The Educator Shoe Corp. 


* * * 


“We feel if you definitely get the re- 
tail merchants to make up their minds 
on a specified date for selling their Fall 
line, it would stimulate business and do 
away with so many of the late August 
reduction sales.” 

R. L. Stiles, 
McNeely & Price Co. 


* * * 


“Aug. 15, as you well know, is the 
middle of the summer and also a date 
on which Mr. World, his wife and his 
family are on vacation and away from 
their home grounds. In consequence, a 
Fall showing of shoes on Aug. 15 would 
meet with the approval of Summer re- 
sort stores, but would bring down dam- 
nation on you for bringing forth the 
idea from all the home stores.” 

Frank H. Miller, 
G. Levor & Co., Inc. 


* * * 


“ ‘Dating’ the Fall season is a swell 
idea and we are for it. If I understand 
correctly, your idea would be to in- 
augurate the season by window displays 
and advertising on Aug. 15. In my esti- 
mation this date is just about right.” 

. Leo McCarthy. 
E. T. Wright & Co. 


* * * 


“We believe that your idea is an ex- 
cellent one. 

“In this city the haberdashers have a 
straw hat day each spring. No dealer 
shows straw hats until this particular 
day. They all start from scratch. This 
has been in effect for a number of years, 
so the plan must be successful. 

“From a manufacturing standpoint 
this idea is a step in the right direction, 
because, at least, it would give the 
manufacturer an opportunity of plan- 
ning far enough ahead so that Fall mer- 
chandising could be available for all 
stores on a certain date. Then, if some 
dealers do not wish to open until later, 
that would be satisfactory, but, at least, 
such dealers would have the assurance 
that no one would attempt a Fall open- 
ing prior to this. date set by mutual 
consent.” see 
Ideal Shoe Manufacturing Co. 


* * * 


“We most heartily agree with the 
suggestion outlined in your letter of 
May 23.” 

C. Friedman, 
Rubin Bros. Footwear, Inc. 
[TURN TO PAGE 42, PLEASE] 
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- AN IMPORTANT CONTRIBUTION 

_— TO IMPROVED SHOEMAKING 

r ‘ 

4 [A] The Saddle Insole has become an important feature ts 
| in the construction of several makes of arch support shoes. | 
i | ie 
a | [8B] The use of the “Down to the Wood” principle in last . pd 
4 design has contributed materially to the effectiveness of ca 
r- ummm this feature. The last is grooved so that the insole saddle » o- 
1] ‘ rai be | a pe :s | 
a. fits perfectly into the recessed section of the last. 

: | [¢] By the use of this method the saddle fits closer and 

“ more snugly to the foot and gives added support. Unless 

al of this method is used the saddle has to be skived so thin 

q : in order to preserve the lines of the last that it is of no 

— practical value in the shoe. 
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Another store selects 
MOHAWK CARPET 


Up-to-date store of Edison Brothers, Cleveland, 


Ohio, with Mohawk Carpeting on the floor 





It’s a sure way to gain long-lasting, 
modern beauty for your floor — at 
surprisingly moderate cost 


T’S NOT exactly a trend. But an increasing number of store 
owners and managers are specifying Mohawk Carpet. They 
find that it definitely meets shoe store needs. 

Mohawk Carpeting has the endurance you want. Years of 
wear are woven into it. This applies to color as well as to the 
weave. Only fine imported virgin wools, expertly blended for 
wear, go into Mohawk Carpets. And only fast-color dyes provide 
the rich coloring. If you want to make an economical carpet in- 
vestment, there’s always a Mohawk—moderate in cost at the 
beginning and over the years. 

Mohawk Carpeting has the style and patterns to fit into your 
decorative scheme. There are modern designs like the one shown 
in the picture. There are more conservative and conventional 
patterns—and rich plain colors. You can depend on finding just 
what you need among the many Mohawk Carpets in stock. And 
right now many new designs have just been made available. 

Let a Mohawk Carpet Specialist help you select what you 
need. Whether you are buying for a new store, or are replacing 
a worn-out carpet, this Mohawk Advisory Service is FREE. It 
makes easy your job of getting long wear underfoot . . . beauty 
for the eye, at a cost you can afford. Address the nearest Mohawk 
Sales Office, or Mohawk Carpet Mills, Contract Carpet Depart- 
ment, 295 Fifth Avenue, New York City. 


REGIONAL SALES OFFICES 


Atlanta Detroit 

Boston Los Angeles Mo 

Chicago Philadelphia hh lJ 
Dallas San Francisco and | PETS 
Denver Seattle 

Des Moine« St. Louis 1934, Mohawk Carpet Mills, Inc. 
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Boston's Biggest 


Merchants Buy for An Early 
Fall as Manufacturers Show 
Largest Number of Lines Ever 
on Display at New England Fair 


| CONTINUED FROM PAGE 19| 


improvement of service to the retailer, by both of them 
heing in fair competition. 

“You have had the support, 100 per cent, of the Na- 
tional Shoe Retailers Association in making this a great 
market demonstration. Senator William E. Borah, on 
the 4th of July, said: ‘Of all the forms of government 
which has ever been permitted to torture the human 
family, the most burdensome, the most expensive, the 
most demoralizing, the most devastating to human hap- 

_ piness and the most destructive of human values is a 
bureaucracy. It must be perfectly plain that the prin- 
cipal work of recovery depends upon the initiative. 
self-reliance, the resourcefulness and the energy of the 
private citizen.’ 

“I am a new deal president, and | propose a new 
dealer philosophy under the NSRA. I am giving of my 
time and money unselfishly to the work of emphasizing 
that: 

“The success of the whole distribution process rests 
in large measure upon the retailers, in their ability to 
render reliable and efficient service. Any proposals of 
legislative discriminations to be leveled against retailing 
should be scrutinized most carefully. Producers should 
be assured of means to bring their wares to market as 
economically and dependably as possible. Consumers 
should have available the best possible facilities for 
making their purchases. Retailers themselves are en- 
titled to fair treatment. 

“Trade associations render services which can be 
secured only through cooperation and services, which 
can be more efficiently and effectively developed jointly 
than individually. If the trade association is to be of 
greatest value to the industry it represents, it must 
recognize the function of business itself, viz., that of 
rendering the best service with the greatest economy 
and efficiency. Without discussing the ‘profit motive 
of business, we recognize that profit is essential to busi- 
ness, is necessary in order that the best services may be 
rendered and, when reasonable, is in the public interest. 

“Trade associations should openly promote a helpfu! 
relationship between business and the public, and be- 
tween business and government. The leadership of an 
association is dependent upon the leadership of the 
business executives within the industry. The trade assv- 





ciation has the task of developing a program fitted tu 
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SHOE SHOW 


President Mittelman Tells Retail- 
ers of the New Importance 
of Trade Associations Un- 
der Today's Business Set-Up 


the needs of an industry, with full recognition of the 
general economic considerations involved. 


“I have been contacting retailers face to face to de- 
termine the national policies of our association. In the 
month of June I journeyed to the Pacific Coast attend- 
ing shoe trade gatherings, and I can report to you that 
the awakening of the retail shoe merchant is something 
to encourage all of us who live the life of shoes. The 
three major conventions on the Pacific Coast developed 
exhibits, and attendance doubled all previous records. 
Everywhere I find merchants measuring their business 
with a new measuring stick. It is not so much a ques- 
tion of selling cheaper than the other fellow, of con- 
stantly cutting the quality to meet the price, but it is. 
now the question of making quality the standard and 
then getting the best possible merchandise to sell for 
that price. The near future will be the acid test in shoe 
merchandising. The progressive, alert and efficient mer- 
chant has little to fear. The time of the chiseler, slow- 
poke and the get-by artist has passed. The race will 
be won by those merchants whose methods are sound, 
tried and truthful. It is a matter of better selection and 
service and the education of the buying public to the 
merits and qualities of good shoes. 


“We must learn in this industry of ours to be good 
sportsmen, to be tolerant of others, and if we collec- 
tively join in an association to be friendly groups, 
seeking one purpose alone—increased pairage through 
an increased appreciation by the public of good shoes 
in good selection and in good values—the success of 
the industry can only come over the fitting stool. 

“Many of you were in Detroit at the National Shoe 
Retailers Convention when Edgar A. Guest paid tribute 
to the industry, not only in poetry but in person. | 
brought him to the convention to help increase the 
friendliness of man with man within the industry. May 
I close my little talk with a quotation from his recent 
poem, ‘Fortune Died a Year Ago’: 


“ ‘By ourselves we've lived and found 
Footing on a firmer ground; 
Learned when trouble comes along 
There is joy in being strong. 


“ ‘Fortune died a year ago! 

It seemed hard to see him go. 

But without him we have learned 
How contentment can be earned.’ ” 








— Many retailers suffered last 
year because of late orders 


Bass has been making Ski Boots longer than 
any one else in the country. Bass under- 
stands the skiers’ needs. As a result, more 
people ask for Bass Ski Boots than any other 
kind. 

Last year so many orders were received at 
the last minute, that some dealers had to be 
disappointed. Place your order now, to be 
sure. 

The Bass line includes Ski Boots priced to 
retail at $5.00 up to $18.00. 


What do you ask of a SKI BOOT? 


Comfortable Bass Ski Boots are made to the 
specification of experts. Hard, roomy box-toe doesn’t 
pinch. Soft, pliant uppers won’t chafe. 


Water-proof Fine selected leathers are protected 
against moisture. Full bellows tongue keeps snow 
out. 


Durable Bass Ski Boots are reinforced where the 
strain comes. Two rows of sole-stitching. Welt con- 
struction. Top-grade leathers. 


Endorsed Bass Ski 
Boots have been preferred 
for years by enthusiastic 
sportsmen and _ sports- 
women. 








Send for 
Complete 
Information 
and Prices 


G. H. BASS & CO. 


714 MAIN ST. WILTON, MAINE 





way do we use this age-old special sense 
of balance, now that we have become 
upright in posture and two-footed as 
bases of support and progression? The 
answer cannot be given fully unless we 
consider how modern industry has met 
the needs of a changing mode of life— 
a constantly changing mode that now 
exacts our adjustment to the hard un- 
yielding levels of our present pave- 
ments and hard floor surfaces. 

The problem was a comparatively 
simple one in a past age when feet trod 
the constantly varying levels of the 
out-of-doors—when our forbears walked 
over all kinds of terrain from grassy 
swards to mountain trails, under condi- 
tions which created the need for loosely- 
clad feet, conditions that permitted the 
feet to have their natural spread. Here 
we might say that the balance demands 
of the feet was an adaptation to en- 
vironment—only words do not butter 
parsnips worth speaking of. 


How Shoes Help Balance 


In what way, then, has the pre-fish 
of a remote era handed down its heri- 
tage of balance to us? Modern in- 
dustry helps out constructively with 
modern footwear, responsive to some 
extent to the balance demands of the 
feet, and of the body dependent upon a 
well controlled base, one which is 
adequate because it is in equilibrium. 

This leads us to the need for draw- 
ing some conclusions. To what ex- 
tent do our shoes help us to balance? 
How well is modern footwear adapted 
to the balance demands of the feet and 
the body? The shoe industry can 
answer these fundamental questions 
only when certain neglected factors re- 
lating to the foot are studied further 
and then better understood. 

For example: every one of the count- 
less number of steps that have ever 
been taken, or that will be taken, is de- 
pendent upon a counter-pressure—the 
resistance the foot meets to the ground, 
the floor, or to the insole of a shoe. The 
counter-pressure to the unshod foot 
does not here immediately concern us. 
Our interest centers on the counter- 
pressure of the insole of our shoes, on 
the extent to which the insole adapts it- 
self, due to its form and structure, to 
the pressures imposed upon it ten thou- 
sand times or so by every one of us 
each day. 

Balance is now promoted to a higher 
need and response than mere conveni- 
ence, comfort, uncontrolled ease in walk- 
ing; the counter-pressure of the insole 
moves forward into a new domain. But 
how, you ask, is the pressure of the 
foot to be observed and studied; how 
is the need for an adequate counter- 
pressure of the insole to be supplied? 

With two prevalent methods, pedo- 
grams and plaster of paris impres- 


Is Walking a Lost Art? 


[CONTINUED FROM PAGE 24] 


sions, we are not here interested; both 
lack the accuracy of a third method, 
which is based on vision—actually see- 
ing the pressure of the foot, and ob- 
serving the counter-pressure afforded 
by the heavy plate glass supporting the 
foot in full weight-bearing. 

This latter method has been studied 
over the requisite number of years (in 
my own investigations, an uninter- 
rupted series of static foot cases dur- 
ing the past sixteen years) to determine 
the need for a change in the structure 
of shoe insoles—a change conforming 
to the counter-pressure of the balanced 
foot when the body weight is imposed 
into it. 

Such an insole provides a base upon 
and through which the “cuboid stream” 
(the outer base tread of the foot) flows 
as a force, from the initial contact of 
the heel in the forward step, to the 
delivery of the body weight to the ball 
of the foot. The foot, clad in a shoe 
of solid construction, and with an in- 
sole which assists the foot to balance, 
is thus made a responsive, intelligent, 
feeling mechanism for the first time, 
because there is created a sense con- 
sciousness of balance; and the foot, be- 
coming conscious of faulty balance, as- 
sumes its correct posture by reflex ac- 
tion or habit based on developmental 
skill. 


Support for Conclusions 


Indeed, these conclusions are sup- 
ported by the scientist, Professor Sir 
Arthur Keith, who illustrates the 
weight bearing areas of the foot, and 
states in his extensive study on “The 
History of the Human Foot” (Jour. 
Bone and Joint Surg., January, 1929) : 

“We must distinguish the external 
plantar area, the area along the outer 


side of the foot, which lies between ~ 


hee] and plantar pad and which comes 
into contact with the supporting sur- 
face—be it ground or branch—in the 
feet of all primates, whether the foot 
be prehensile or plantigrade..... We 
must also distinguish these five areas 
of the sole of the foot, not only for 
evolutionary, but also for practical rea- 
sons. The heel and external plantar 
areas are as well developed in the 
gorilla as in man. They are the main 
areas of support; as we step forward 
the heel and external plantar areas are 
the first to come in contact with and 


gain support from the ground. As our 


weight moves forward on our foot and 





Eyelets Go Wild 


Lynn, Mass.—Eyelets go wild, or at least 
the shoemakers are working on the idea of 
novel spacings of eyelets in oxfords. Stag- 
gered eyelets is what some call them. Other 
parts have long been novel, and the eyelets 
follow suit. 
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we prepare to step off, the stress falls 
on the external plantar pad and then, 
as the final impetus of the step is taken, 
it falls on the hallucial part of the 
plantar pad.”* 

Further, it seems clear from the 
study, for example, of Tilney in his 
colossal work “From Ape to Man” that 
the development of the central nervous 
system is related very definitely to the 
development of the foot, the hand, and 
to equilibrium. The skills of the body 
require equilibrium, so far as the foot 
or combination of foot, hand and bal- 
ancing in all throwing, running, and 
jumping games are concerned. 


Conclusion 


Balance, as this relates to the adap- 
tation of present-day footwear to the 
health needs of the foot, has for many 
years been the terra incognita of mod- 
ern medicine; which applies likewise 
to modern shoemaking. This has been 
due largely to the lack of intensive 
study of physicians generally upon the 
problem of shoes, and of the shoe in 
dustry upon the subject of feet. 





*Evolution is not always progressive. That 
it may be retrogressive is strongly sug- 
gested by the following recent letter to the 
author from the one who is considered the 
leading anthropologist of this country, just 
as Dr. Arthur Keith is considered the lead- 
ing anthropologist of Europe. 

Dr. Ales Hrdlicka, Curator of Physical 
Anthropology in Smithsonian Institution, of 
Washington, writes: 

“Thank you for your letter and inter- 
esting enclosures. 

“You are doing good work and I hope 
you will persevere, for with the auto- 
mobile and other ‘comfort’ habits on the 
one hand and insane high heels on the 
other much damage is being done.” 





Boots for Little Men 


CLARKSVILLE, TENN. — The Acme 
Shoe Co. is getting out boots for little 
men, also little women, these being of 
the riding boot type as adapted for 
street wear. Uppers are of white 
buck, elk, and brown and black leath- 
ers. They’re made over walking lasts. 
and they have an instep strap for 
style and also to hold the heel tight to 
the foot. 


Tappan Shoe Co. Moves 


NEwTon, N. H.—The Tappan Shoe 
Co., Inc., makers of women’s shoes, 


“have moved here from Haverhill, and 


have located in the Currier building. 
where they expected to make 50 per 
cent more shoes than in Haverhill. 
This business was started in 1850, 
and now has been carried on by four 
Yenerations — Jonathan, the founder, 
and A. L. Tappan, son of the founder. 
Charles W., the son of A. L. Tappan. 


‘and Edwin P., son of A. L. 
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Displays That Have Doubled Sales 





CaL.—P. D. Quist, 
manager of the shoe department in 
the Harris & Frank store, states that 
the two window fixtures which he uses 
exclusively during all seasons have in- 


Los ANGELES, 


creased sales 100 per cent. The store 
is one of the largest and finest men’s 
stores in the city. 

One of these fixtures is built of light 
maple and dark oak with a sloping 
surface marked off in rectangles by 
brass strips. One shoe is placed in 
each rectangular area, the whole mak- 
ing a very orderly and formal layout, 
very much like a line-up of shoe sam- 
ples in a display room. At each end 
of this sloping surface is a cupboard- 
like upright with four compartments, 
each large enough to hold only one pair 
of shoes, one above the other. 

When more shoes are displayed this 
fixture is taken out and another one on 


the same general principle without the 
uprights takes ‘its place. This is a 
plainer fixture taped off in rectangles 
with ordinary tape on a felt surface. 

About 30 shoes are displayed on the 
former fixture and about 42 on the 
latter. 

“In a men’s store like this,” says 
Mr. Quist, “when only a limited win- 
dow area can be allotted to a depart- 
ment, I find I can display a greater 
number of shoes on this fixture than 
on any type of fixture I used previ- 
ously. The price is plainly marked on 
each shoe and the window-gazer can 
run along the orderly rows of shoes 
with his eye and quickly make com- 
parisons and make selections. It is 
like reading a book. 

“Sales have mounted steadily since 
this system of display was adopted and 
today we have no other system.” 





Brockton Factories Busy 


BrRocKTON, Mass.—With inventories 
cleaned up and Fall samples completed, 
South Shore factories in general have 
settled down to what is expected to be 
the healthiest run the district has en- 
joyed in at least five years. 

With a final settlement of all labor 
difficulties and a most cordial relation- 
ship in effect between factory execu- 
tives and officials of the Brotherhood 
of Shoe and Allied Craftsmen—the 
South Shore’s new union—there is no 
reason whatever to anticipate any delay 
on Brockton’s Fall run with the arrival 
of new Fall business. 

Many firms in the district, including 


W. L. Douglas, E. E. Taylor, E. T. 
Wright at Rockland, Stetson Shoe at 
South Weymouth and M. A. Packard 
Co., are especially enthusiastic as to 
the future. Some other houses, in- 
cluding George E. Keith, Old Colony 
Shoe Co., Stone and Tarlow at Brock- 
ton, and C. H. Alden and Conrad Shoe 
Co. at Abington, are preparing for a 
steady run beginning not later than the 
middle of July. 

W. L. Douglas Co., E. E. Taylor Co., 
E. T. Wright Co. and Stetson Shoe Co. 
are preparing to launch a national mer- 
chandising campaign which is destined 
to have a real effect in its Fall produc- 
tion plan. 


BUSY STITCHING MACHINES 


Lynn, Mass.—More stitches, millions more 
of them, and fancy, too—that's the new idea 
in Lynn. Bands of fancy stitches, as many 
as six in a row, will be run over vamps and 
quarters to dress them up. Some rows will 
be of matching and some of contrasting 
threads. It's an old idea that's new again. 
Production of fancy stitched novelties is 
already under way. Manufacturers are setting 
up new machines, and are getting in addi- 
tional supplies of threads. The story is told 
that some are putting more leather into their 
shoes so as to have more room for fancy 
stitches, but this looks a bit far fetched. 

This is all decorative stitching on uppers, 
something extra in the way of trimming shoes. 
Seam closing with threads is routine work. 
Some are using silk threads again for seam 
closing. 


"BRUSH BACKS" 


Boston, Mass.—Just the good old soles 
under a new name—that's what the “brush 
backs” are. It may sound like a new hair 
cut. But the fact is that the best soles are 
cut from the backs of the leather, and the 
fibres in the backs stand up something like 
the bristles in a brush. They wear. 

The fibres sort of flatten down when the 
leather gets down into the belly of the hide, 
and these fibres do not wear as well as those 
of the "Brush back" sort. 





DATES TO REMEMBER 


Boot and Shoe Travelers’ Assn. of New 
York, Annual Outing to entire shoe 
industry, Glenwood Landing, L. |. July 19 

New York State Shoe Retailers’ Annual 
Convention, Hotel Statler, Buffalo, 

Sept. 9, 10, II 

National Industrial Stores Association 
Annual Convention, Wm. Penn Hotel, 
Pittsburgh, Pa. ......... Sept. 10, II, 12 

N.S.R.A. Style Conference, Hotel Astor, 


New York ................. Sept. 24, 25 
Spring (1935) Leather Opening, Hotel 
Astor, New York ........... Sept. 24, 25 


National Shoe Retailers' Association An- 
nual Convention (city to be announced 
later) .............. Jan. 6, 7, 8, 9, 1935 

National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo... .Jan. 7, 8, 9, 1935 

Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 

Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids ............ Jan. 20, 21, 22, 1935 

Middle Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 

Jan. 21, 22, 23, 1935 
















































ear 
ole 


id 
g 
p Sole. 


Goo 


1236-9 B.C. 


oc 
ome 
| 
cv 
pn 
= 
cs 
cima 
om) 
— 
— 
cs 


° 
s 
“ 
“ 

© 
ps 

— 
a 


a 
© 
=] 
> 
o 
~ 
c 
S 
& 
a 
. 
2 
C) 
U 


-9AAA; 3-9 AA-A 
No. 307—Same in Coffee Elk. 
ee i) a 
minal Diag 


stitched Moccasin Toe Oxford. Gro-Cord 
3 


and Gro-Cord Spring Heel 


x] 
v 
- 
c 
. 
Q 
wn” 
Q 
a 
Z 
2 
$ 


The smartest styles in young women’s sport shoes. 


No. 309—Light Smoke Elk Two-piece Vamp. 
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Its style is always popular 


CAMP FIRE GIRLS 


go for the style illustrated in a big way. It is the ideal shoe for 
play or hiking, and is constructed. to give comfort, with a sole 


that is slip-proof and waterproof. 


And, is a steady seller in every merchant's stock. 


with growing girls and Senior Misses. 
THE JUVENILE SHOE CORPORATION OF AMERICA 


THE ONLY EXCLUSIVE GOODYEAR WELT ORGANIZATION IN THE ST. LOUIS DISTRICT 
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We've All Got a Date 


[CONTINUED FROM PAGE 36] 


“In response to your letter of the 
23rd, we are heartily in accord with 
your proposed plan to stimulate the 
Fall seasonal buying by using publicity 
and effort similar to your National 
Foot Health Week and Sport Shoe 
Week. 

“In our opinion the suggested date of 
Aug. 15 is the proper time to set for the 
opening of the Fall selling season.” 

Dixon Bartlett Co. 
* * ok 

“We think the idea of ‘dating’ the 
Fall season is an excellent one. 

“The florists look to Mother’s Day 
and Easter as their high points; the 
straw hat makers look to May 15; and 
the men’s shoe manufacturers look 
toward Decoration Day as the real be- 
ginning of their sport shoe season. The 
more we can do to stress the impor- 
tance of the seasons and seasonal dress, 
the more shoes we will sell. 

“We are perfectly willing to let the 
BooT AND SHOE RECORDER set the exact 
date for the opening of the Fall sea- 
son.” 

H. A. Torson, 
Herold Bertsch Shoe Co. 
* * * 
“Regard idea as okay.” 
C. G. VanWies, 
J. Greenbaum Tanning Co. 
* * * 

“Your idea of setting a definite date 
known long beforehand for the begin- 
ning of the Fall season is a splendid 
idea. 

“A definite date could be set for all 
four seasons, with profit to the indus- 
try. 

“T therefore believe that your idea is 
one well worth while and if carried out 
by the industry should be worth many 
thousands of dollars in profits to them 
at the close of the year.” 

J. V. Lobell, 
Cavalier Corporation 
cd % oe 

“We think the idea of setting a date 
for the Fall opening display in retail 
stores would be a good plan.” 

S. H. Axman, 
Hartman Shoe Manufacturing Co. 


® ® 
WEDNESDAY 








“We think it is a splendid idea, and a 


valuable one by which retail merchants | 
will stop their mark-down sales in a | 


group and all open at the same time 
with their Fall display. It will surely 
cause a better buying season for both 


manufacturers and retailers with all the | 
uncertainty of when to buy and when to [ 


deliver removed.” 


H. Clayman, 
Clayman Shoe Mfg. Co. 


* * * 


“While we do not make shoes, we 
very naturally are interested in any- 
thing which will define and extend the 
shoe industry and we believe your sug- 
gestion of a definite opening date for 
the Fall season would contribute to this 
end.” 

G. M. Ripley, 
C. S. Pierce Company. 


+. *& * 


“We are quite in agreement with you 
regarding your suggestion of ‘dating’ 
the Fall season, as any effort which 
would start the Fall season earlier than 
usual, and so lengthen it, would be to 
the advantage of both manufacturer 
and retailer. We hope you will proceed 
to carry out this plan.” 

J. P. Macfarlane, 
Curtis Shoe Company 


* * * 


“The plan of dating the Fall season 
is excellent. It is decidedly logical that 
the Boot and Shoe Recorder Publishing 
Company should be the one to carry out 
the idea to a successful conclusion.” 

Hilda Rau, 
Robert H. Foerderer, Inc. 


* *# * 


“Your idea ‘dating the Fall season’ 
has my approval. I am for such a pro- 
gram 100 per cent. The Spring season 
is well rounded out in special events, 
but we have no such merchandising 
schemes for the Fall selling season. | 
believe Aug. 15 is a well chosen date to 
begin.” 

Cal Mensch, 
Middle Atlantic Shoe Retailers Ass’n. 





New Store 


BELVIDERE GARDENS, CAL.—Murray’s 
Bootery is the name of a new women’s 
and children’s shoe store opened at 
4724 Whittier Boulevard by Murray 
and Al Greenwood. The new store has 
16 chairs, an 18-ft. front and deals in 
medium price merchandise. The fur- 
nishings are new and modernistic. 





Fern & Poor Resume 


AmeEssury, Mass.—Fern & Poor ©o., 
Inc., makers of women’s shoes, who 
were burned out in the recent fire at 
Newburyport, are resuming in the 
Holland & Morrell building here. 
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interesting to customers who visit the 
store at regular intervals, plan new 
methods of promoting sales, render lit- 
tle unexpected services which cost little, 
but are pleasing to the customer. In a 
word .. . redressing the old and funda- 
mental ideas. 

I am sure our whole organization ad- 
mits that there is no reason why we 
should not be number one in the minds 
of Philadelphians. When it comes to 
footwear and hosiery, we have the 
quality and the variety. We have every- 
thing to do it with. Our merchandise 
has both orthopedic ideas and style. 
We have the best variety of styles and 
a good range of prices. Our reputa- 
tion is good, and certainly our locations 
are central, accessible, and of the best. 
In other words, the tools at our dis- 
posal are superior. The heads of our 
firm have done everything in their 
power to keep our spirit right, so that 
we have ridden through this readjust- 
ment period with everything intact. 
Now it is up to you, the contact point. 


Consumer Is Boss 


“You have often heard me say that 
we have only one boss and that is the 
consumer. Unless we get this thought 
of plus-merchandising to the consumer 


' through you, everything that has been 


done will go for naught. I, thereore, 
urge everyone of our entire organiza- 
tion, from the elevator girl, stock boy, 
wrapping clerk, people in the office, 
down to the actual clerk on the floor, to 
think in terms of plus-merchandising 
and “superior salesmanship.” It should 
be so apparent in our store that there 
would be no thought as to who among 
the retail organizations is number one 
in the community. In striving to 
achieve this, we shall not be without 
competition, but if we are alert we will 
be worrying our competitors decidedly 
more than they will worry us. 

“This is a selling era. Production 
does not worry us. Additional con- 
sumption is what we have to develop. 
There will be many changes in stores 
during the next few years. We are not 
entirely through this readjustment 
period. But I feel this very definitely 
... that if we, as a unified whole, put 
over this ‘superior salesmanship,’ this 
plus-merchandising, to the fullest ex- 
tent. of our ability, we, with the per- 
sonnel of this organization, need not 
worry about increases and a great 
future. 

“After all, isn’t it mutual? Our suc- 
cess is your success. The returns of 
our commissions and bonuses are all 
based on the individual efforts of our 
salespeople. So if you want to increase 
your incomes, obviously the way to do 
it is to do a better job of selling. 

“Before finishing, I want to tell you 
not to be afraid to ask questions of 
your superiors. The whole executive 
staff is only too glad to educate inquir- 
ing minds. 


“And I want you to take to heart the 


things I have said, analyze them and 


then put them into action. Let us get 
the added punch that makes the 
champion.” 


Department Doubled 


Los ANGELES, CAL.—The Globe Out- 
fitting Company at 5100 South Broad- 
way, which has more than doubled the 
size of the store and changed its name 
to The Globe Department Store, has 
remodeled the shoe department, dou- 
bled both its area and its stock, com- 
pletely refurnished it and relocatetd 
it on the mezzanine floor. New mod- 
ernistic lighting fixtures, 20 new up- 
holstered chairs, a modern type display 
case skirting the front of the balcony 
make this one of the most attractive 
shoe departments in south Los Angeles. 
Frank Hedlund, manager and buyer, 
says June sales ran more than 25 per 
cent above those of last year. 





Joseph Brody Opens Store 


BERGENFIELD, N. J.—After almost a 
month of preparation the Jay-Bee Shoe 
Shop opened a modern footwear es- 
tablishment at 5 South Washington 
Avenue. The store is operated by 
Joseph Brody, who for the past nine 
years has been conducting a similar 
enterprise at Morristown, N. J. 

The store is well arranged and well 
stocked with reliable brands of mer- 
chandise. A feature of the formal 
opening day was the inclusion of a 
pair of bedroom slippers with each 
purchase. 





A Shoe Store in Radio City 


[CONTINUED FROM PAGE 21] 


are a very neutral tone of French gray, 
relieved at intervals by a perpendicular 
stripe of powder blue and finished at 
the base with a band of ebony black. 
The ceilings are gray—just off white— 
and reflect the rosecolored tones of the 
indirect lighting in a most striking way. 
The room is quite complete from a 
decorative standpoint. All woodwork, 
fitting stools and casual tables are 
gray-toned maple and chromium. The 
floors are covered with a deep blue-gray 
broadloom rug. The striking feature is 
the effective use of two huge circular 
mirrors, nicely balanced by two indirect 
lamps. All the decoration is of a re- 
strained modern nature—all stock be- 
ing concealed. Between the fitting 
chairs, where the customers may see 
and feel them, are placed shoes and 
hosiery. Recessed in one wall are two 
circular stage displays with a backdrop 
that is changed with the season. 

Here indeed is a store for the future 
—planned to sell shoes now it will 
obviate all necessity of moving to follow 
a residential trend. 











Bootees 


Kirkendall Bootees are always 
the big favorite with railroad 
workers, stockyard men, farm- 
ers, and others who work out of 
doors. Neat looking, comfort- 
able, yet durably built to stand 
up under the hardest usage. Last 
but not least, so easy to pull on 
and off .. . no troublesome laces! 


Goodyear Welt—11 inch Height, 
sizes 5 to 11 in D and E Widths. 









#276 — Black Kip, 
Single Sole, Wide 
Toe Last. 

Price $5.85 


#278—Black Calf, 
Double Sole, Round 
Toe Last. 
Price $6.85 


Our 1934 catalog of Men’s and 
Ladies’ Dress Riding Boots— 
Military Boots—Service Boots— 
Jodhpur Boots — Western or 
Cowboy Boots available on re- 
quest. Abundant floor stock— 
wide range of prices — prompt 
shipment. Try our Service. 


KIRKENDALLBOOTCOMPANY 


Omaha, 


Nebraska 


ARirkendall 
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HANNAHSON’S 


WHITE SANDALS 
IN STOCK NOW 


For vacation time selling. The 
best part of the white sandal 
season is here now. You can cash 
in on extra profits by drawing on 
our large stock. 





SUNRAY 


ee ame Pree $2.35 

ohh ery SEN NingNe:vevedvaeus eneseene 2.00 

R4120—White Tue Evancedevaseccnche tena 2.00 

R4502—White Linen .........-.-seescseeece 1.85 
42 pect wall Toe—19%/8 Louis Heel. 





RI403—White Kid...........ceecseceevcoeee $2.35 
R4503—White Linen ..........0...secseves 1.85 
47 Last—Medium Toe—15/8 Cuban Heel. 











R1044—White Kid ......ccccccccccccccccees $2.35 
f4162—White Faille, Satin Stripping........ 2.00 
R4164—Black Faille, Satin Stripping........ 2.00 
72 Last—Narrow Toe—20/8 Louis Heel. 
RI048—White Kid .........ccccccccecveces $2.35 


339 Last—Med. Narrow Toe—15/8 Cuban Heel. 








RI45O—White Kid ......-sceeeececseeveces $2.10 
R4036—Black Satin .....-.--.sseeeeeeeeees 2.00 
este wee Tete eiversenenbeetseseesan 2.00 
f te TAMON 2c cccccccccccccdcvccces 

42 Last—Medium Narrow Toe—19/8 Louis Heel. 








Ri45i—White Kid .....-..---eeeceeervwees $2.10 
R4517—White Linen ...........-----eeeeeee 1.75 
47 Last—Medium Toe—15/8 Cuban Heel. 





All above styles carried AA to C width 
Our white fabrics are especially treated for dyeing. 


Send for IN-STOCK BULLETIN 


Terms 2% 10 days, Net 30 F.O.B. Factory 
PRICES SUBJECT TO CHANGE WITHOUT 
NOTICE 


HANNAHSON’S SHOE CO. 
HAVERHILL, MASSACHUSETTS 


Rt RARER ESR OTE MR 











Hows 
Business 


Sees Early Fall Season 


WESTERLY, R. I.—Fall shoes will sell 
good considerably earlier than usual 
in the opinion of Clifford Kozlin, part 
owner of the shoe department, Charlop 
& Koslin, located in a local department 
store. Mr. Kozlin has placed orders 
for Fall shoes for delivery soon after 
the middle of August and he judges 
that sales will start off good, basing 
this opinion somewhat on the fact that 
whites and sports sold earlier than ever 
this year. 


Business Steadily Better 


Detroit, MicuH.—Business has been 
steadily better for the past 18 months, 
William T. Livingston, president of R. 
H. Fyfe and Company, commented this 
week. This is true of all floors of this 
large store, running through every de- 
partment, with no outstanding sec- 
tions, indicating steady merchandising 
policies. 

Outstanding is the fact that people 
are buying better shoes. The day of 
cheap shoes is over, apparently, Mr. 
Livingston said. Men are buying two 
and three pairs of shoes now—men who 
formerly had failed to be customers of 
Fyfe’s for two or three years—and the 
customers are buying good grades of 
shoes. 


Brisk Pick Up At Lynn 


LYNN, Mass.—Makers of novelty 
shoes started briskly on July business. 
Fall sales in stores start early, Aug. 
15 or thereabouts, and so early orders 
for Fall shoes. There are but a few 
weeks in which to make shoes for Fall 
openings on Aug. 15, and the weeks 
are short ones insofar as shoe produc- 
tion hours are concerned. 


About People 


Wiley Post Rubberized 


Wiley Post is going to wear rubber 
boots, a suit of rubberized silk, and a 
helmet of xylonite, a transparent metal, 
the outfit being something like a 
diver’s costume, when he attempts to 
girdle the globe, flying through the 
stratosphere at a rate of 350 miles an 
hour. 

In the boots, as well as in the suit, 
there are valves for regulating the air 
pressure within and, also, for condi- 
tioning the air. 

When the transportation companies 
start to fly planes through the 
stratosphere, passengers will have to 
wear suits like this one of Wiley Post. 
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Jack Gauss Makes Change 


PORTLAND, ORE.—Jack Gauss has re- 
cently joined the shoe department of 
Olds, Wortman & King department 
store, coming from C. F. Berg store. 





Wm. Adams Succeeds A. O. Day 


DETROIT, MicH. — William Adams, 
formerly manager of the third floor 
medium priced women’s shoe depart- 
ment of R. H. Fyfe and Company, is 
appointed general manager of the com- 
pany succeeding A. O. Day, former 
manager who resigned last week. He 
will continue to take charge of the third 
floor, at least for the time being, as 
well as assuming charge of all purchas- 
ing for the company. Mr. Day has also 
resigned as a director of the company, 
William T. Livingston, president, said. 





Heads New Shoe Department 


DETROIT, MicH.—H. Rohrlich has 
been made manager of Kern’s new 
shoe department, after being connected 
with the better grade women’s shoes 
for the past three and a half years 
under B. C. White. 





Morris Seltzer Promoted 


PROVIDENCE, R. I.—Morris Seltzer, 
for some time assistant manager of 
the John Irving Shoe Store here, has 
been made manager succeeding Frank 
Mellion, who is resigning to start a 
business of his own. 





Goes to Sioux City 


Sioux City, Iowa—I. Kaiser, former- 
ly manager of the Arcade Shoe Depart- 
ment of Brandeis Stores, Omaha, is 
now manager of the basement shoe de- 
partment of Davidson’s. 





Max Howard in Hamtramck 


HAMTRAMCK, MiIcH.—Max Howard, 
formerly associated with the Krohngold 
Shoe Store at Cleveland, is now assist- 
ing his brother in managing the branch 
here. 
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The 
Selling End 


Back on the Road 








DAVE SAIFER 


Dave Saifer is now connected with 
the Harvard Shoe Company of Bos- 
ton. His many friends and well-wishers 
will no doubt be glad to hear of the re- 


“turn to the road of this popular and 


well-known shoe man. 





Loads Up on Style Facts 


Jack Harris, Detroit representative 
for the Crescent Shoe Co. of New York, 
has returned from an Eastern trip in 
which he visited the New York home 
office as well as taking in the Boston 
Show. Atlantic City was also included 
in the trip. Harris has been with the 
Crescent Co. for the past 12 years 
in this territory and is well known 
among shoemen. 


Whats 
Selling 


Fabrics for Fall 


Boston, Mass.—New fabrics sam- 
pled for Fall by New England makers 
of novelty shoes include: 

Corduroy, one “corde du roi,” or 
king’s cord; 

Moire, which some called water side; 

Faille, another sort of a corded ma- 
terial; 

Krinkle crepe, a novelty in the crepe 
family. 





July 


14, 1934 





C. Wilson McNeely 


PHILADELPHIA, Pa.—C. Wilson Mc- 
Neely, head of the McNeely Division of 
the Allied Kid Company, died here 
July 2. He was in good health up to a 
few months ago, when he was stricken 
with a fatal illness. Mr. McNeely was 
46 years old. 

Born in Philadelphia on Feb. 22, 
1886, Mr. McNeely was the son of 
Charles McNeely, who had been a part- 
ner in the old glazed kid house of Mc- 
Neely & Co. This concern had been 
founded by ancestors in 1809 and re- 
mained in continuous existence for 103 
years, when it was liquidated by Rob- 
ert K. McNeely, an uncle of Wilson’s, 
in 1912. George H. McNeely, an elder 
brother of Wilson, was also in the kid 
business with the firm of McNeely, 
Price & Brooks. 

Wilson McNeely was graduated from 
Princeton University in 1909 and im- 
mediately engaged in the leather busi- 
ness with his brother, George. With E. 
Stanley Perkins he formed the concern 
of Perkins & McNeely Company in 
1914. In 1923, Perkins & McNeely split 
up, Wilson McNeely taking the tannery 
at Camden and operating under the 
name of the McNeely Company. In the 
Spring of 1929, when the Allied Kid 
Company was organized, the McNeely 
Company was sought out to go into this 
amalgamation, and Wilson McNeely 
became vice-president and head of the 
McNeely Division. He was one of the 
ablest leaders in the kid industry. 

During the World War, Mr. McNeely 
served in the leather division of the 
War Industries Board. He was a mem- 
ber of the executive committee of the 
Tanners Council of America, had served 
as chairman of the goat and cabretta 
division and still continued an active 
member of this committee. 

Mr. McNeely leaves his wife and two 
sons—Prentice, who has been associated 
with his father in the Modern Leathers, 
Inc., and Wilson, Jr. 





Factory Shoe Store 


WEYMOUTH, Mass. — The Factory 
Shoe Store was incorporated last week 
by John M. Pero of Randolph, Nathan 
Daniels of Malden, and M. L. Leydon 
of Woburn. 


i) ® 
WEDNESDAY 





iron 


9 
Price $4.00. 


laced boot, 


15-inch 
waterproof oak sole. 8/8 leather heel, rub- 


ber top. 4'/./9 AA: 2!//9 A.B.C,D (Not 
made size 8!/>). 


#304—Same in Chocolate Elk. 
complete line. 


Central Terminal Bldg- OT. LOUIS MISSOURI 


DeLuxe Catalog sent on request showing 
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For Hikes, Camping, Riding 


here's a popular light weight boot with plenty of eye-appeal. 
Just to show it in your window trim, produces a surprising number 


of extra pair sales. 
During your sales period, here's a full profit producer with extra 


The out-of-doors active young women, vacation bound, like the 
pairage to sweeten your sales volume. 


soft, mellow comfort of this boot. 





THE JUVENILE SHOE CORPORATION OF AMERICA 


THE ONLY EXCLUSIVE GOODYEAR WELT ORGANIZATION IN THE ST. LOUIS DISTRICT 









You Repeat Your Profits with 


““America’s Finest Comfort Shoes”’ 


















RIGHT AND LEFT 
EXTRA FINE QUALITY PATTERNS TO ASSURE 
PIG LEATHER INSOLE | SNUG-FIT AT ANKLE 











SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 




















SCIENTIFIC SEWED 
HEEL SEAT 














By od VENTILATED NEW SPRING 100% NAIL-LESS HEEL 
a : 
‘ASSURES COMPLETE Ry = AND ELASTICITY SEAT, NO NAILS TO 


VENTILATION CIRCULATION TO EVERY STEP PUNCTURE FOOT 













































The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and "nail-less”’ 
features are virtually non-competitive. Send for our Catalog of 
Men's and Women's Shoes. 

Beware of Imitations ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Kohn Un Matic 


CUSHIONED SHOES 

















THE COURT OF APPEALS 
OF THE FIRST CIRCUIT OF BOSTON 


HAS UPHELD 
THE VALIDITY OF 
THE PATENTS ON 


WALIK-EZE Brciccrot 


Be sure that you buy Stocking 
Protectors carrying the follow- 
ing U.S. and Canadian patent 
numbers: U.S. No. 1669790 — 
Canadian No. 281021. 
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Shop the Mar- 


Headquarters for 


Under one roof. the showrooms 
of the shoe industry’ s leading man- 


visit, may learn all that is néW and 
smart in the shoe world. 


The coming season’s outstanding 
shoe styles are on display now at 


York . .. the crossroads of the 
trade . .. the Marbridge Building. 
Come and see them before you buy! 


OE ate cca ..- aaa) 


1328 BROADUIAY sfase + NEL YORK 


FOREMOST IN 
FRIENDLINESS 


There's a new regime at Hotel LaSalle—a friendly 





"what-can-we-do-for-you" spirit that will make you F- 


happy here. 


You'll find us cheerfully ready to serve—anxious 
to make you feel at home—determined to win 
your constant friendship! 


EMM icin tet ET eee 


Here's a famous hotel, with outstanding facili- 
ties, and yet with warmth and hospitality that evi- 
dences our personal interest in you. 


Our rates will please you, too! 






James Louis Smith, Manager 




















LaSalle Street at Madison 


HOTEL L.SALLE CHICAGO 











When writing advertisers please mention Boot and Shoe Recorder 


bridge Building— | 






Value and Style 4 











ufacturers . . . easily accessible to ‘ 
retailers and buyers, who,.. one fF 


the Shoe Buying Centre in New fF 
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Store 
Changes 


Starts Direct Selling Business 


DetroIT, MicH.—David Hiller is now 
established in business with his son, 
Sydney M. Hiller, as the Wonder Shoe 
Company, at 3261 Elmhurst Ave. The 
Hillers are specializing in direct sale 
to the consumer by personal calls. The 
elder Hiller was formerly a partner 
in the firm of Hiller and Rosen, shoe 
retailers. 


Store Moves 


PASADENA, CALIF.—Harold Novis has 
moved one of his two Pasadena shoe 
stores from 1222 East Colorado Street, 
to 1216 East Colorado Street, installed 
new modernistic furniture, put in a 
new deep display window and arranged 
his shoe repair machinery for more 
rapid service. This is the store in 
which Don Novis, world famous singer, 
grew up. 


Files Dissolution Papers 


BALTIMORE, Mp.—The Newark Shoe 
Manufacturing Co., Lafayette Avenue 
and Dickson Street, this city, shoe 
manufacturers and former operators 
of a chain of stores under the name of 
Newark Shoe Stores throughout the 
country, has filed a petition in the Cir- 
cuit Court of this city asking to be dis- 
solved. In its petition the concern 
stated it had disposed of all personal 
assets and real estate and that it did 
not intend to continue in business. The 
board of directors and_ stockholders 
adopted resolutions declaring the ad- 
visability of dissolution. 


Changes Store Policy 


Los ANGELES, CaL.—R. A. Rounsa- 
ville, who has operated a high class 
shoe store for some time at 5476 Wil- 
shire Boulevard, making English im- 
ports his feature merchandise has 
moved his store to 4309 South Vermont 
Avenue and in the future will conduct 
a family shoe store featuring the bet- 
ter types of popular price nferchandise 
of American manufacture. 


Kinney Store Moves 


Des Mornss, Ia.—G. R. Kinney, Inc., 
Shoe dealers, are moving in August to 
602-604 Walnut street according: to A. 
A. Torrenga, manager. The new loca- 
tion is being remodeled and a new front 
added. They were at their former loca- 
tion for 14 years. 


July . 14, 


1934 


New Hosiery Section 


OmAHA, NeEB.—A hosiery and hand- 
bag section has been built into the new 
Brandson Shoe Shop on the first floor 
of the J. L. Brandeis store. This shop 
opened several weeks ago, but the new 
addition has just been completed. 
“While we missed the big white bag 
selling of this season, we are looking 
forward to a big Fall business,” states 
G. A. Peck, manager. “Our bag sales 
should be 25 per cent of our total busi- 
ness.”, The new section matches the 
modernistic design of the main shop. 


Philip Schiro Opens 


NEw ORLEANS, LA.—Philip A. Schiro 
is the president and general manager 
of the newly opened “Kay’s,’ a shoe 
store featuring popular priced mer- 
chandise. The slogan of this new ven- 


ture is “A Perfect Fit For Every Foot.” 


. 





P. A. SCHIRO 


The store has a complete assortment 
of women’s and children’s shoes in all 
sizes and widths, as well as depart- 
ments for millinery, hosiery and hand- 
bags. Mr. Schiro, the new manager, is 
well known in New Orleans, having 
been associated with Schiro’s Shoe 
Store at 1020 Canal Street for 27 years. 

“It will be our policy to employ only 
local people,” announced Mr. Schiro, 
“and at first we will use about 12 sales- 
people. The Style Arch Shoe, and other 
Kay brands, will be here in wide assort- 
ment. Every shoe in the house is a 
brand new creation. In our children’s 
department we will employ only trained 
fitters, skilled in fitting small feet cor- 
rectly.” Associated with Mr. Schiro 
will be Miss Ethel Elmerico, manager 
of the millinery department, and Miss 
Tessie Richard, in hosiery. The hosiery 
department will feature Jean’s popular 
priced hose, affiliate of the nationally 
known Jean Hosiery Shops. 

The new store will be air-cooled, us- 
ing the new blower-type system. 


47 











aN CREASE 


SALES 


Cut down overhead at No 
Extra Cost 


SELL SLIPPERS 


For Vacation and 

- Home Wear - 
Slippers well displayed 

means Extra Sales 





No. 8153—Black Satin Step- 
In, Satin covered heels, leather 
soles, piping to match lin- 
ings. Colors Black & Blue, 
Black & Coral Black «& 
Black & Gold. Sizes 
67'/2¢. 









3 to 8. 


No. 5627-—-Black Crepe Satin 
Bridge Slipper, Pique Vamp, 
Colored ribbon ornament — to 
match linings, covered heels, 
chrome leather padded soles 
Colors Black & Blue, Black & 
Coral, Black & Gold, Black 
& Green. Sizes 3 to 8. 67Y2¢. 


Say, 
in 


No. 8645—Black Satin Cut- 
out Bridge Slipper, Colored 
nolka dots mateh — linings, 
Chrome padded sole, Pat. 
heel, fancy colored ornament 
Colors Black & Blue, Black 

Green, Black & Rose, 


«& 
Black & Pink. Sizes 3 to 8 
55¢. 


No. 8527—Black Satin high 


cut mesh Vamp Slipper, orna- 
ment matches lining, Padded 
sole, covered heels. Black & 
Blue, Black & Green, Black 
& Rose, Black & Pink. Sizes 
3 to 8. 55¢. 

We know these to be exceptional 

Values. Order by numbers, same as 


pictured, or samples on request. 


TERMS 5% 10 DAYS 


EAGLE 








READING, PA. 





SHOE CO. 
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Tanners of Black and Col- 

ored Glazed Kid for outside 

stock and linings . . now fea- 

turing Blue, fashion Browns, 

and Crushed Calluna for Out- 

side Colors; Linings in Pastels 

and other popular shades. Tan- 
ners of Genuine Black Glazed 

Kangaroo. Executive Offices, 

j 9th and Westmoreland Sts., 
Phila. Branches, New York, 
London (England), Boston, Mil- 
waukee, Cincinnati, St. Louis. 
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(a conversation with an ex-schoolmate 
across a tea table. Recorded by Bill 
Smith, reporter) ...‘A new pair of shoes 
how often?!!! Why, my dear, what do 
you do to them—look at these shoes. I’ve 
worn them a lot, ever since I took them 
to Paris with me two months ago, and 
they’re still in perfect shape. They’re 
not uncomfortable, either, like that stiff 
leather you’re wearing. That’s another 
nice thing about kid—I almost always 
wear it in the morning and afternoon. I 
do like kid shoes. They’re so adaptable 
and they make your feet look so small and 
neat. And you have such a range of 
choice—black and brown always have 
been so nice, and they lend themselves so 
well to these stunning modern designs ; 
but since this new Calluna and Crushed 
Calluna Kid have been developed you can 
even get kid shoes in perfect ‘tweedy’ 
effects for sports and street wear.” 
GQ Betty and 
Elise, and the 
other 30,000,000 


(or so) purchas- 
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ers of kid shoes in this country do keep 
tabs on how their shoes stand up; are 
conscious about how easy they are to 
wear ; check up very closely on what kind 
of an appearance they make both in the 
shoe store and on their feet after a period 
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of wear. ¥| It is because Surpass more F 
than satisfies the practical and essential 


tests of every day use that so much 


i% 
i 


Surpass Kid is used in women’s shoes. & 


Surpass Kid has been outstanding for 
nearly half a century. Over a period of 
the last two and one-half years for in- 
stance Surpass has consistently, month: in 
and month out, tanned more than 25% 
of the Black Glazed Kid produced in this 
country. @ Write for your FREE cop; 


of the fascinating booklet, ““The Tanning ; 


of Kid,” which shows in photographs and 
words all of the processes by which goat 
skins are tanned and glazed. | Have you 
looked at sample shoes made up in the 
new crushed Calluna Kid? It is a step 
forward in the unique development of kid 


that was heralded by our well-knows — 


Calluna Kid. 
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HERE’S no doubt that “open toes” have 
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Two Outstanding Successes . 


Gyan Ton —" 


and 


been the hit of the season. And there’s 


no doubt that Fairy Twinkle Toes have done 
their part in stimulating sandal sales. 

Fairy Twinkle Toes display evening “open 
so irresistibly that every woman who 
sees them wants a pair. The two new types 
of Fairy Twinkle Toes provide effective dis- 
play for sandals of every color. Use the flesh 
tinted for darker toned sandals . . . use the 
glossy black for delicate pastels. 


toes” 


Try Fairy Twinkle Toes in your windows 


and compare the results! 


SHOE FORM CO. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Paris, France 
Melbourne, Australia 


Northampton, England 
Frankfort, Germany 
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Selling Double Headers 


DETROIT, MIicH.—An increase in num- 
ber of two-pair customers described as 
“highly remarkable” has recently been 
noticed at B. Siegel and Co., where 
Joseph Arthur Goodman is manager of 
the shoe department on the fifth floor. 

Commenting on the methods that 
have brought about this new feature, 
Goodman explains a business. secret: 

“Don’t merely suggest an extra pair 
toe the customer—we bring out the pair 
and sell them, by actual first-hand dis- 
play. If a customer asks for dress 
pumps, we will also bring out spectator 


sports shoes to show, even though she , 


has not thought of buying them. 

“At our sales meetings, the sales 
manager stresses this two-pair idea, 
and the salesmen are literally ‘dogged’ 
to see that they follow it up. When a 
salesman seems backward about show- 
ing a second pair, the floor manager 
suggests the extra display himself, 
usually in a whispered reminder to the 
clerk. Two and even three pair sales 
result that way. 

“Try to tell a customer about a 
‘sport oxford, with laces, and holes in 
the side,’ and you will probably see a 
rather blank expression. But bring 
out that shoe and show her, and you 
will see a genuine reaction on her face. 
There is a lot of sales resistance to be 
overcome, and it can be done better by 
visual suggestion than by words. 


Plans Increased Children's Trade 


DALLAS, TEX.—Preparing for a 25 or 
80 per cent increase in children’s and 
growing girls’ shoe business in August 
and September, H. M. Bridges, shoe 
buyer at Titche-Goettinger Co., has 
planned to do his biggest promotion on 
seal skin. 

“We expect crushed pig to make up 
a large portion of school shoes sales 
this Autumn, too,” said Mr. Bridges. 
“Too, we are banking on Bucco which 
is suedish but easier to keep in shape 
than suede, on suede and calf combina- 
tions and on brown elkskin. 

“The bulk of our school shoe stock 
will be in brown, with black second and, 
third, some combinations of brown and 
natural shades.” 

Mr. Bridges anticipates a popular 
reception of the new ghillie tie which 
does not wrap around the ankles, and 
an excellent response to the kiltie style. 

In preparation for his*school shoe 
season, Mr. Bridges has announced the 
opening of an exclusive school shoe sec- 
tion on the fourth floor, at an end of 
the regular shoe quarters. 





Sueded Fabrics 


LYNN, Mass.—Several firms here 
have new Fall samples of suede finish 
fabrics in blacks and colors, the sam- 
ples being of popular price novelties 
for street wear. 


Travel Window 


LOUISVILLE, Ky.—J. C. Fedler, 3rd, 
increased sales approximately 20 per 
cent by a travel window featuring 
“comfort shoes” for the Chicago Fair. 
In the background he had an alluring 
poster secured from a railroad office 
of a girl and a man going away on a 
vacation. Prominent in the window was 
a trunk showing different types of 
shoes, such as one would take on a 
trip, in the various shoe compartments. 
There was also well-selected hosiery 
shown hanging over one of the trunk 
drawers. 

Scattered around the window were 
soft, white linen shoes, featured at a 
special price, comfortable sport shoes, 
Pullman slippers and bedroom slippers. 


Obituary 


Louis Weber 


LANCASTER, WIs.—Louis Weber, 74, 
pioneer shoeman of Grant County, 
passed away at his son’s home here. 
He had been actively engaged in the 
shoe business for 58 years, having 
started “on the bench” in his father’s 
shop at the age of 16. It is just 101 
years ago since his father started learn- 
ing the trade as a young man in 
Coblenz, Germany. The business of L. 
Weber & Son will be continued by his 
son Kenneth, who has been associated 
with his father many years. 
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HAND TURNED 
FOOTWEAR 


IN STOCK 





Ne. 156 Black 
Kid $2.35 


No. 202 Black 
Kid $2.10 





SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 
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QUICK PROFIT ITEM - 5(}¢ 








SIMPLEX SHOE TREES ® RETAILER 


SELF ADJUSTING 
A Gentle Squeeze 
Inserts 0 Removes 


WRITE FOR 
IQUE 
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SHOE TREE | CO. 
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! Takes Over Store 


LOUISVILLE, Ky.—Charles C. Stephens 
and Joseph Koenig have taken over the 
Edwin C. Clapp Shoe Store at 303 
West Walnut Street. They have for- 
merly been manager and assistant for 
this store and the only change will be 
that they now operate the shop them- 
selves. 


















PORTLAND, ORE.— What could be more 
appropriate for decorations in a shoe 
store than well-tanned hides? Notice 
how Armishaw’s uses them, not only 
for wall decorations, but also as a show- 
case decoration. Subtly the suggestion 
is conveyed that the shoes are from 
identical perfectly tanned hides. 

Chairs, upholstered in soft leather, 
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are set straight to give all possible 
room for the sale. Usually, a pleasing 
group of a few chairs are angled along 
the side, but D. H. MacAllister, man- 
ager, believes in plenty of “sale room 
freedom.” 

Mr. MacAllister reports a decided 
increase, during the past months, in 
demand for quality shoes. 





Good Interior Display 


Detroit, Micu.—An unusually ef- 
fective display for shoes is used in the 
new layout put in a few months ago at 
Pack Wolin Shops here. The shoe de- 
partment at the back of the store, 
owned by William Brown, has three 
shadow box stages, built right into tiers 
of the box racks, surrounded by shoe 
boxes on four sides each. Two other 
stages between these are spaced at the 
top of glass front display shelving, 
while a sixth stage is used on one side. 
All are glass enclosed and in brilliant 
walnut trim. With a single pair of 
shoes in each, emphasis is strikingly 
conveyed in the store itself to each new 
style in footwear. It stands out with 
full lighting as well as a single window 
display. 


Association 
Activities 
Chattanooga Shoemen Meet 


CHATTANOOGA, TENN.—J. L. McCol.- 
lum, manager of the Vogue shoe de- 
partment, was elected president of the 
newly formed Chattanooga Retail Shoe 
Merchants Association. Page Schles- 
singer is the vice-president and Albert 
Goldman is:the secretary-treasurer. 

This organization has as its aim the 
promotion of amicable trade practices 
and mutual welfare. The first meeting 
was held at the Read House at which 
time the officers were elected and plans 
formulated for future activities of the 
group. 

A representative number of those 
engaged in the shoe business was pres- 
ent. The new organization will function 
as a clearing house for ideas and prob- 
lems affecting both selling and advertis- 
ing. Monthly meetings will be held. 


Michigan Committeemen 


DETROIT, MicH.—Clyde K. Taylor, 
president of the Michigan Retail Shoe 
Dealers’ Association, has appointed the 
following committees: 

By-laws: J. H. Burton, chairman; O. 
R. Jenkins, Stuart J. Rackham, Steven 
J. Jay, Edward Stocker and Clyde K. 
Taylor. 

Entertainment: Arthur Allen, chair- 
man; B. C. Olsee, Max Harryman, Her- 
bert Burr and Robert Murray. 

Publicity: Nathan Hack, chairman; 
O. R. Jenkins, J. H. Burton and Tom 
Hammond. 

Finance: Mark Cary, chairman; 
Karl Kempf and Fred Elliott. 

Grievances: E. T. Nunneley, chair- 
man; George Owens and Oscar R. 
Hess. 

Insurance Board: Stuart J. Rack- 
ham, chairman; Edward Stocker and 
Edward Dittmann. 

Membership: O. R. Jenkins, chair- 
man; Edward Stocker, Arthur Allen, 
R. J. Schmidt, Ralph Meanwell and 
George Rowe. 
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Wholesale Prices 
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for Week Ending 


June 30 


June 30 Dateand Low Percent of Dec.30 Per cent of 


1934 of 1934 change 1933 change 

All Commodities ...... 74.8 1/6 71.0 + 5.4 70.8 + 5.6 
Farm products ......... 64.8 1/6 57.4 +12.9 56.0 +15.7 
TRG hos io3k.o 06:00 8080.06 70.9 1/6 62.7 +13.1 62.5 +13.4 
Hides and leather products 88.2 6/9 87.2 + 11 89.6 — 1.6 
Textile products ........ 71.8 6/30 71.8 0.0 76.0 — 5.5 
Fuel and lighting ma- 

AER goo oro 5-0 4.4, oaeoe so 73.3 8/31 172.4 + 1.2 74.5 — 1.6 
Metals and metal products 87.0 1/6 = 83.3 + 4.4 83.3 + 4.4 
Building materials ...... 87.8 1/6 85.5 + 2.7 85.4 + 2.8 
Chemicals and drugs.... 75.8 1/6 73.3 + 3.4 73.3 + 3.4 
Housefurnishing goods .. 83.2 1/27 81.7 + 18 81.9 + 16 
Miscellaneous .......... 70.1 1/6 65.9 + 6.4 65.6 + 6.9 
All commodities other than 

farm products and foods 78.5 1/6 177.6 ay 77.6 +@1.2 


WASHINGTON, D. C.—The general 
average of wholesale commodity prices 
showed a weakening during the past 
week and declined by 3/10 of 1 per 
cent, according to an announcement 
made by Commissioner Lubin of the 
Bureau of Labor Statistics of the U. S. 
Department of Labor. 

“The index number of the bureau de- 
creased to 74.8 per cent of the 1926 
average, as compared with 75.0 per 
cent during the week ending June 23. 

“The present index,” Mr. Lubin con- 
tinued, “has shown an advance of 5.6 
per cent during the first six months of 
the present year. The index for the 
week ending Dec. 30, 1933, was 70.8. 
Current prices are nearly 13 per cent 
over the level of one year ago and are 
higher by 16 per cent than two years 
ago, when the index numbers registered 
66.3 and 64.4, respectively. 

“The decline during the past week 
was largely accounted for by lower 
prices of important items ir. the groups 
of farm products, textile products, and 
miscellaneous items. Of the 10 major 
groups of commodities covered by the 
bureau, 6 showed decreases, 3 recorded 
increases, and 1, housefurnishing goods, 
remained at the level of the week be- 
fore. 

“Of the 47 sub-groups of closely re- 
lated items, 17 showed a decrease, 8 
registered an advance and 22 remained 
at the level of the previous week. The 
more sizeable decreases were for grains 
(except barley), cows, sheep, eggs, flax- 
seed, print cloth, shirting, raw silk, 
cotton thread, manila hemp, butter, 


wheat flour, fresh pork, coffee, lard, 
wood pulp, cylinder oil, gasoline, and 
pig tin. Advances were recorded for 
steers, live hogs, cotton, hay, potatoes, 
rye flour, fresh and cured beef, bacon, 
ham, vegetable oils, raw and granulated 
sugar, anthracite, bar silver, tallow, 
lumber and leather. 

“During the six months the all-com- 
modities index has risen 5.6 per cent. 
The greatest rise recorded by any 
group was for farm products, which 
shows an advance of more than 15% 
per cent. Food products have risen ap- 
proximately 13% per cent. Other 
groups which have shown advances are 
metals and metal products, building 
materials, chemicals and drugs, house- 
furnishing goods, and miscellaneous 
items. 


On the other hand, the present 
average of hides and leather products 
is 1.6 per cent below the level of 6 
months ago. 


“Fuel and lighting materials also are 
1.6 per cent lower and textile products 
have declined 5.5 per cent. The im- 
portant group of ‘All Commodities 
Other Than Farm Products and Foods’ 
shows a level 1.2 per cent above that 
for Dec. 30, 1933.” 

The following table shows the pres- 
ent level for each commodity group as 
compared with the low point during 
1934 and with the week ending Dec. 30, 
1938. The percent of change which 
has taken place for the respective 
groups is also shown. 





Atlanta Store Changes 


ATLANTA, GA.—The Edison Brothers 
Shoe Stores, Inc., have leased the two- 
story building at 61-63 Whitehall Street 
now occupied by the Buck Brothers 
Shoe Store, and will move Burt’s Shoe 
Store at 69 Whitehall Street into the 
location as soon as Buck Brothers move 
into their new home at 203 Peachtree 
Street. The lease, which is on a per- 
centage basis and extends over a period 
of years, will, it is understood, be be- 
tween $150,000 and $180,000, and sev- 
eral thousand dollars are to be spent 
im remodelling the building and install- 
ing new fixtures. 


Slax Still Going Strong 


HoLLywoop, Cau.—Russell William- 
son, proprietor of the French Boot 
Studio, 6916 Hollywood Boulevard, finds 
slax just as popular in July as they 
were earlier in the season. These are 
a soft buck shoe without tip, comfort- 
able toe, short vamp, often with a 
shawl type tongue. Fall merchandise 
to be displayed as early as Aug. 1 in 
this shop, patronized by many leading 
movie stars, will, generally speaking, 
hit the two extremes in style, Mr. Wil- 
liamson states—there will be the ex- 
tremely plain type and the extremely 
radical. 
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MRS. DAY’S IDEAL BABY SHOES 
eS od infants’ Soft Soles...0-3 
( i Intermediates ....... 1-5 
Raa Flexible Hard Soles. .2-8 
yy, Send for In-Stock 
Catalog 





MRS. oars IDEAL BABY 


Locust St. Danvers, Mass. 








PortLleer 


The nationally known traveling slipper 
NOW AVAILABLE 


in Celanese Moire—in Black, Maroon, 
Dark Blue, Powder Blue, Forest Green 
and Scarlet. They will increase your 
sales. Order a run of sizes. Price— 
with envelope case........ $1.50 pr. 


SWAN SHOE CO., Inc. 


Manufacturers 


2201 Aisquith St., Baltimore, Maryland 
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Dancing Shoes and Taps 
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TAP 
DANCE 
SHOES 
e 
In 
BLACK CALF 
PAT. LEATHER Stock 
Women’s e 
A-B-C 22-8 
$1.55 


Misses’ 
A-B-C Ii -2 
$1.45 


| —— OWENS SHOE Co. 


====28 Goodhue St., Salem, Mass. 








Kesslers Reorganize Business 


DETROIT, MICH.—The Kessler Broth- 
ers, Sydney and Isaac, have reorgan- 
ized their business, each brother taking 
one of the west side stores they for- 
merly owned jointly. Sydney Kessler 
now has the store at 4046 West Vernor 
Highway, while Isaac Kessler has the 
store at 4418 West Fort Street. 
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MOST INES 
DEMANDS 


Consistent advertising, § 
5 ual- 
ity cloth = om tailor- had 


in America. Strong mer- 
chandising helps, attrac- 
tive packages and excel- 
lent display ~—y4y" help 
you to sell them in 
able volume. Com 
1934 selection of fabrics, 2 
— and sizes IN STOCK 
were DE- 
tive ERY. Write NOW 
for samples and prices. Rag 
The Williams Mfg. Co., 
Portsmouth, Ohio. 


BOND 
STREET 











Store 
Changes 


Wyman's to Remodel 


BALTIMORE, Mp.—In order to serve 
its customers better and to facilitate 
its operations, Wyman’s, prominent 
shoe merchants of this city, plan ex- 
tensive remodeling of its establish- 
ment, work upon which is expected to 
get urfder way some time this month. 





Weil Store Discontinues 


CANTON, OHIO—Expiration of its 
lease will terminate the existence this 
month of the Weil Shoe Store, Market 
Avenue, N., near the public square. 
The store management has announced 
that the retail shoe firm, in existence 
here many years, will discontinue 
business. 


Shoe Store Incorporates 


LYNDHURST, N.*J. — The Hudson 
Bootery, Inc., 426 Valley Brook avenue, 
here, will deal in shoes and leather 
goods. The firm, which has just been 
issued a state charter of incorporation, 
is authorized to issue $50,000 worth of 
stock, divided into 500 shares with a 
par value of 100 each. 

Its incorporators are: William L. 
Bivona, Lyndhurst; Louis Bivona, 


Anthony Bivona and Michael Bivona all 
of Rutherford. 
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Latest Block Store 


SEATTLE, WASH. — Souvenirs for 
everyone featured the opening of the 
sixteenth link of Block’s shoe stores. 
Balloons for the kiddies drew thou- 
sands, while women received hosiery, 
and men silk sox. Max H. Block, head 
of the chain, appointed H. I. Ashcanase 
as manager, with Miss Cecil Weiss in 
charge of the hosiery department. The 
new store is distinctive by black car- 
rara glass front and cast aluminum 
trimmings. Block’s in letters four feet 
tall of hi-tensity Neon tubing are over 
the modernistic facade and lobby of 
Belgian black marble and _ turrogo, 
ground to a fine finish. The inlaid mod- 
ernist®& motive is carried throughout 
the store in decoration, with carpets 
and upholstered arm chairs. 





Hodges Acquires Bright Stores 


ScHENECTADY, N. Y.—Kenneth H. 
Hodges has recently acquired the John 
Bright Shoe Stores in Schenectady and 
Rochester and will operate them under 
the former names. Roy S. Tyman is 
manager of the local store, while C. J. 
Fetzer will look after the one in Roches- 
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ter.: Mr. Hodges has been with the 
John Bright Co. for some ten years, 
first as manager and after as sales 
manager. 


Halteman Enlarges 


CANTON, On10—Ira S. Halteman, who 
operates the Arnold Glove Grip Shoe 
Store in this city, is moving from his 
present location to 606 Market Ave., 
North. The new store is considerably 
larger. An extensive children’s shoe 
department will be added to the present 
line of men’s and women’s shoes. Mr. 
Halteman also controls the Arnold 
Glove Grip store in Youngstown. 





Kansas City Store to Move 


Kansas City, Mo.—The Wilbur Coon 
Shoe Co. will move to 1115 Grand Ave- 
nue about the 15th of August, where a 
room 16 by 115 feet has been leased. 
This store is individually owned by 
John E. Eckhard who represents the 
W. B. Coon Company in the Mid-West 
as sales representative. Louis E. Kopp 
is store manager. 





A Strong Advertisement 















Our new Silk Crepe Oxford with 
“diamond” eyelets—for daylight 
Sipping and 


¥ McCREERY’S 


FIFTH AVENUE 


34th STREET 


12.50 


Black or white silk crepe, 
overlaid with matching silk 
braid, rhi lets. High 
Louis heel and feather edge 
sole. Makes you feel extra 
graceful just to wear them! 


prin. 





Supping, 12.50 








MeCREERY SHOES—FIFTH FLOOR 





New York, N. Y.—In introducing a new 
silk crepe oxford, McCreery's presents an 
advertisement of elegance from the stand- 
points of illustration, theme, layout and copy. 





It is a good example of how effective news- 
paper advertising can be. The copy sug- 
gests much, minimizes effort on the part of the 
reader, and is lacking in no factual detail. 
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Saleing Into Midsummer 


14, 1934 


[CONTINUED FROM PAGE 32] 


inevitable—we should by all means en- 
deavor to make them successful sales, 
that is to say effective from the stand- 
point of moving merchandise in season, 
with a minimum of interference with 
normal business. Many shoe merchants 
have abandoned the idea of the store- 
wide clearance, in which everything 
bought for Summer selling is marked 
down more or less uniformly, in favor 
of a series of special events, in which 
the objective is a quick clean-up on 
certain types of merchandise which the 
management desires toclose out quickly. 
For example, some stores have felt that 
some types of sandals were somewhat 
perishable Summer specialties which 
should be marked down ahead of white 
shoes and sport types, since the latter 
retain their salability to a large ex- 
tent right through the Summer. Later 
on a white shoe sale is scheduled and 
finally a clean-up on the various odds 
and ends of Summer shoes. 


Make Sales Quick and Snappy 


Special sales events of this nature 
provide an opportunity for stores to 
focus the consumer’s attention on par- 
ticular types of merchandise in which 
customers are interested, instead of 
merely offering a broad general price 
argument which of itself gives little 
actual inducement to buy. A quick, 
well-advertised sale, while the mer- 
chandise is still in season and desirable 
from the standpoint of the customer, 
will often produce far more gratifying 
returns than a general clearance which 
brings in the business for a few days 
and then gradually loses its sales mo- 
mentum, being followed by the in- 
evitable reaction in late Summer. 

A brisk sale on sandals, for example, 
will bring customers into the store who 
can be sold white shoes, sports footwear 
or other kinds of Summer merchandise 
at regular prices. The girl who comes 
in to buy a pair of sale sandals is prob- 
ably planning a vacation and therefore 
in the market for white shoes or sport 
types, provided the salesman is alert to 
his opportunity and skilled in the art 
of suggestive selling. 


Good Advertising Essential 


The kind of advertising you use to 
announce your special clearance events 
is of very great importance in deter- 
mining the success of your sales. Here, 
again, the important thing to remember 
is that today’s public has changed its 
buying habits materially from that of 
a decade ago, and is no longer in- 
terested primarily in price. The thrifty 
folk who formerly patronized clearance 
sales for the purpose of stocking up on 
enough shoes to carry them through 
the year are nowadays a negligible 
minority. Price appeal is still a very 
important factor in merchandising, but 


it rarely produces the desired results 
unless the merchandise has the added 
appeal of style which today’s buying 
public demands. 

Therefore sale advertising today 
must be smart, interesting and attrac- 
tive, in the same degree as regular ad- 
vertising, when style is the principal 
sales argument. It is important to 
show attractive illustrations of the 
actual styles you are featuring in your 
sale, and to have attractive, interesting 
layouts, convincing copy and effective 
typographical treatment. 

Keep in mind always, in planning 
your sale and advertising it, that price 
at this season of the year is simply the 
final argument through which you hope 
to close the sale. The merchandise 
must be right and the presentation must 
be attractive before you can even ex- 
pect to make the initial favorable im- 
pression. And if the merchandise is 
presented interestingly enough through 
advertising and the displays in your 
windows, it will not be necéssary to re- 
sort to the type of exaggerated and 
overdone price promotion that has so 
often tended to undermine the con- 
fidence of customers and exercise a de- 
moralizing influence on the normal, 
profitable course of shoe selling. 


Pacific Northwest Resolutions 


SEATTLE—Resolutions passed at the 
recent Pacific Northwest Shoe Retailers 
Convention thanked the Pacific Shoe 
Travelers for their splendid cooperation 
and especially the pre-convention party, 
which will long be remembered by 
the largest assemblage of travelers and 
their retailer guests ever assembled in 
the Pacific Northwest area. The 
travelers also did themselves proud 
with the modern displays of shoes 
which taxed the capacity of the 
Olympic hotel. 

A resolution was passed and trans- 
mitted to Robert H. Foerderer, Inc., 
Philadelphia, thanking them for send- 
ing Miss Hilda Rau to the convention 
with a real style message. 

A lengthy resolution was passed 
thanking the officers for their efforts 
in piloting the association over another 
stormy year, and especially President 
and Mrs. Thorp. 

A resolution was passed advocating 
that a vigorous campaign be launched 
to secure greater retailer membership 
and a committee appointed to carry 
it out. 


C. J. Knowles in Omaha 


OMAHA, NeEB.—C. J. Knowles, for- 
merly of Chicago, is now buyer for the 
Arcade Shoe Department of J. L. 
Brandeis & Sons store. 
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Riding Boots 


S66 6 6 6 


Riding, Conboy. end Lece Boots a 
H. J. JUSTIN & SONS line. 


FORT WORTH, TEX. 
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Play Shoes 


hh 6 6 A PS 





CAMP MOCCASINS 


Genuine Hand Sewn 
No. 1 Men’s Plain...... $1.60 
No. 2 Men’s With Sole.. 1.85 
No. 3 Boys With Sole .. 1.65 






COLT-CROMWELL Co. 
1239 Broadway, N.Y.C. 








“PLA-SHU” 


Inexpensive All Leather 
Made on new UCO process, no staples. 
over BROUWER’S Hessareh Last #8. 
IN-STOCK 
Muleskin 


Sand with Brown Trim 
No. 2000 sizes 6 -11 
“ 2001“ 11%- 2 


Made 





2002 ~“* 2%- 6 
2004 =“ 6 -12 
Same in Elk 


Smoked with Tan Trim 
Packed 24 pairs to the case. Sizes 6-11 with 
leather spring heel. All others, rubber heels. 
Popular priced, Hygienic Health Shoe. The 
porous leather gives foot ventilation. ‘‘PLA- 
SHU” circular sent on request. 


MONDL MFG. CO. - - - Oshkosh, Wis. 

















Wool Hosiery for Fall 


Light woolen stockings are a possi- 
bility for school wear this year, with 
the Smithsonian Institution predicting 
another cold Winter and with so many 
woolens in the costume picture. This, 
however, is something to watch, not to 
endorse as yet. Novelty meshes and 
the crepe stocking weaves which look 
so well with woolens have a more as- 
sured chance of success. They were 
worn last year and will be worn again. 
One or two special novelty items en- 
liven the staples in early promotions 
to this school and college group and 
help make an extra pair sale in addi- 
tion to regular business. 
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CLAW IFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


. 7 * 

















SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 








HOE salesmen to handle a line of new spe- 

cialty suede shoe brush as side line, excellent 
and fast selling fall item, carry samples in 
your pocket; commission basis; state references 
and territory in first letter. Address D-780, care 
Boot & Shoe Recorder, 259 West 39th Street, 
New York, N. Y. 





SALESMEN—Large New York Wholesaler of 
popular priced Women’s Novelty shoes has 
open several established territories. Write at 
once, detailing territory covered, experience, 
lines previously sold and references. Prefer 
salesmen living in territories applied for with 
own following. Be sure to give all details in 
first letter. Address D-798, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
me Ee 





ALESMEN—Large New York Wholesaler of 

popular priced Women’s Novelty Shoes has 
open established territory comprising Pittsburgh 
and vicinity. “Write at once, detailing experi- 
ence, lines previously sold, and references. Pre 
fer one living in territory with own following. 
Be sure to give all details in first letter. Ad- 
dress D-797, care Boot & Shoe Recorder, 239 W. 
39th Street, New York, N. Y. 





SALESMEN Wanted to sell Ladies’ In-Stock 
shoes at popular prices in Florida, also 
Washington & Oregon. Excellent commission 
arrangement with liberal weekly advances. A 
real opportunity for men who want a permanent 
and profitable connection. When applying, state 
age and road selling experience. Address Shu- 
Stiles, Inc., 1330 Washington Ave., St. Louis, 
Mo. 


ALESMEN WANTED. We have Texas, 

Michigan, Kentucky, Wisconsin, Indiana, Min- 
nesota and Oklahoma open for women’s Novelty 
Shoes in stock in St. Louis. Shoes to retail for 
two, three and four dollars. References and 
experience first letter. Wonderful opportunity 
for good salesmen. Address D-794, care Boot 
& Shoe Recorder, 1627 Locust St., St. Louis, 
Mo. 


SALESMEN WANTED—For Michigan, Colo- 
rado, Southern Indiana, Kansas, Kentucky, 
Louisiana, Texas, Minnesota, North and South 
Dakota. General line. Popular priced shoes. 
Straight commission. Address D-793, care Boot 
& Shoe Recorder, 239 West! 39th Street, New 


York, N. Y. 


POPULAR Priced Brooklyn Ladies Turn fac- 
tory looking for residential representatives for 
the Middle West and Coast territories. Strictly 
commission basis. Good opportunity for the 
right man. Address D-792, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
N. Y. 


‘ 

















Experienced Leather Man Seeks Connection 
Either in States or Abroad 


Is 42 years of age, married and -has just completed 13 years as 
European Sales Agent for a well-known American Firm. Just the 
man to handle an export business. Experienced as Office Manager, 
Sales Director, Asst. Bookkeeper, is expert shorthand writer and 
typist, and speaks fluent French and German. 
providing there are good future prospects. For further particulars 
and references write to Address D-795, care Boot & Shoe Recorder, 
239 W. 39th Street, New York, N. Y. 


Salary no object 








BUYER and manager of Shoe Dept. desires 
position as manager and buyer, 15 years’ ex- 
perience, now employed but desires better posi- 
tion. A-1l references. Address D-789, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





OSITION WANTED-— Retail shoe salesman, 

manager or assistant, desires position in shoe 
or department store. Age, 32; 12 years’ success- 
ful experience in every department of the busi- 
ness; excellent character and pleasing person- 
ality; a progressive, capable shoeman, thoroughly 
trained on all modern retailing methods. A-1 
references. Now employed but desires better 
position. Address D-790, care Boot & Shoe 
ers, 239 West 39th Street, New York, 





PPORTUNITY wanted in growing men’s 
chain. Salary and work no object. Seven- 
teen years of shoe experience. Thirty years of 
age and married. Address D-791, care Boot & 
Lee, 239 West 39th Street, New York, 








LINE WANTED 


ALESMAN who has covered New York City 

and vicinity for eight years wants a popular 
priced line of shoes for the retail trade. Large 
following of well established accounts. Address 
D-796, care Boot & Shoe Recorder, 239 W. 39th 
Street, New York, N. Y. 





EXPERT on pull overs from start to finish. 
Mechanical experience. Address D-799, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








MANUFACTURERS SUPPLIES 








RABBIT SKINS 


White and Colors 
For Slipper Manufacturers. 
Stock on hand for immediate delivery. 
Prices and samples on request. 


NATIONAL FUR DYEING CO, 
820 E. 16th St., Los Angeles, Calif. 

















FOR RENT 








FOR RENT 
SHOE STORE, MADISON, WIS. 


65,000 population, State Capital and 
University of Wisconsin. Store 20x60, 
100% location on street which connects 
Capital and University. Has been shoe 


store for 20 years. Write or wire 
SPETH’S, 222 State Street, Madison, 
Wisconsin. 














CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. © 











When writing advertisers please mention Boot and Shoe Recorder 
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MERCHANTS’ NEEDS 








Quality POMPOMS 
for SLIPPERS 


also various kinds for any 
ornamentation. 
Skilled makers . Established 1918 





THE POMPOM SHOP 
337 RIVER ST. HAVERHILL. MASS. 





VAMP RAISERJand LENCTHENER 
Should be in every shoe store. Relieves and permanently 

- . Raises vamp from throat to 
tip. Lengthens too short shoes. Made of best grade of 
cold rolled steel, nickel plated. For sale by shoe find- 
ings jobbers and wholesale shoe houses everywhere, or 
send your erder direct to us. 


$5.00 COMPLETE 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louis 


with 3 sizes 
of Last 











Install Custom Made Shoes 


CLEVELAND, OHI0—The Halle Bros. 
Co. have just installed a custom-made 
shoe service in connection with their 
men’s shoe department. Twenty 
models or types have been made up for 
sample service while one number has 
been built in all sizes up to 12 and all 
widths from AA to D to establish size. 
Two large glass-front show cases have 
been placed along one end of the shoe 
department to exhibit the many offer- 
ings in custom-made shoes. A large 
card in one case reads, “Introducing 
Custom-Made Shoes Built to Your 
Measure and Designed to Your Indi- 
vidual Taste.” A card in the other 
case says, “There is Individuality and 
Comfort in Custom-Made Shoes.” 

According to Walter Halle, merchan- 
dise manager, the Halle Bros. Co. 
installed the new service to meet a 
definite demand. They already offer 
custom-made slothes and shirts, and 
shoes represent a third step in their 
“made-to-order” department. There 
will be a tie-up between them since 
customers for one service are logical 
prospects for another. Charles T. 
Johns is buyer of the men’s shoes. 


40 Milesa Day + 


GLEN, N. H.—The Appalachian 
Mountain Club posts the record: 

“Walter Green, actor from Broad- 
wayf walked 40 miles in one day.” 

That’s a record for starting the 
White Mountain seasons. More tramp- 
ers on the trails than a year ago. 


14, 1934 


Arthur Feige Killed 
in Boat Crash 


LOUISVILLE, Ky.—Arthur Feige, 23 
years of age, son of George Feige, well 
known shoe retailer of Louisville, was 
killed the night of July 3, when a 
motorboat crashed into a canoe in 
which Feige and three eompanions 
were riding near the Louisville Boat 
Club. None of the other.members of 
the party was seriously hurt, but 
Feige was struck by the propeller 
cutting a bad gash in his abdomen, 
while his head was also badly bruised. 
The body was not recovered until the 
morning of July 6, when a fisherman 
discovered it. 

Young Feige was an excellent swim- 
mer, but probably was instantly killed 
at the time of the accident. 


Edward S. Cram 


BURLINGTON, VT.—Edward S. Cram, 
43, for many years a partner in the 
retail shoe store of Boynton and Cram, 
died suddenly at his home, 87 Shel- 
burne Road. He is survived by a 
widow, one son and one daughter. 








WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 
“9 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 
—BUY FOR CASH— 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from mnufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 

















Merchants Protest Mass Relief Buying Plan 


GLAssBoRO, N. J.~-The Gloucester 
County Shoe and Clothing Merchants’ 
Association has demanded that the 
administrative council of the State 
Emergency Relief set a date for a hear- 
ing of their protest against the admin- 
istration’s decision to purchase shoes 
and clothing through massed buying. 

Request for a hearing was made by 
Samuel A. Levy, of Glassboro, presi- 
dent of the association, which comprises 
32 retail shoe and clothing merchants 
throughout Gloucester County. 

At the same time, Levy called on all 
other shoe and clothing merchants 
groups in the southern and central 
New Jersey counties to organize and 
protest against the action of the State 
Emergency Relief Administration. 

“State relief administration officials 
claim through massed buying that they 
are able to save considerable money 
for the taxpayers,” Levy said, “but in 
the end it is the merchant and tax- 
payer who suffer by this. 

“If the local merchant is deprived 
of the right to distribute these shoes 
and clothing through relief orders, his 
business is injured to such an extent 
that it may bring about a loss in taxes 
to the state and the community, for 
nearly every storekeeper is a_ tax- 
payer.” 

At Newark Colonel J. H. Bigley, 
director of the department of opera- 
tions of the Emergency Relief Admin- 
istration, stated he had not yet received 
the association’s request for a hearing. 

“We will be very willing to grant 
them an. interview as soon as we re- 
ceive their request,” Colonel Bigley 
said. 

Although authorized by the adminis- 
trative council to proceed along massed 
buying lines, together with the opening 


of two central distributing points in 
the state, Colonel Bigley indicated that 
he was still willing to continue dealing 
through the local merchants providing 
“their price was right.” 

“I told the Gloucester County Shoe 
and Clothing Merchants’ Association 
that if they could arrive at a plan 
whereby their overhead cost of dis- 
tributing relief merchandise would 
equal the cost of the plan adopted by 
the relief administration, we would be 
willing to deal with them.” 

Colonel Bigley said in response to a 
request, the association had quoted him 
a cost of 33 1/3 per cent for commer- 
cial overhead over the cost price of the 
product. He declared that was too 
expensive and the State Relief Admin- 
istration could purchase merchandise 
cheaper than that from manufacturers 
and distribute it themselves. 

Later, at the suggestion of Colonel 
Bigley, the merchants reduced the 
commercial overhead to 28 per cent. 

Colonel Bigley indicated that the 28 
per cent commercial overhead to be 
charged by the Gloucester County mer- 
chants was too much for the state to 
pay in purchases of shoes and clothing, 
which amount to approximately $1,000,- 
000 yearly. 


Colorado Springs Changes 


CoLto.—R. H. 
Payne, well known in the retail shoe 
business here, who was formerly with 
the old Deal Shoe Co. for 10 years, has 
become manager of the Novelty Shoe 


COLORADO SPRINGS, 


Co. store at 8 South Tejon Street. 
Sam Deal, head of the old Deal firm 
for 25 years, who retired from business 
some time ago, is back in the game with 
the Wulff Shoe Co. 
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Our Advertisers In This Issue 








Next Week 


OUR weeks left in which to plan 

for National Fall Shoe Opening, 
August 5th. It isn't enough simply 
to show the new shoes. We must 
advertise, display, promote and SELL 
them. In next week's issue the 
RECORDER publishes the first of a 
series of articles telling merchants 
how to proceed in making this con- 
structive sales and profit plan a 
money-making success. 

With a new season just ahead of 
us, it's time to give a lot of thought 
to the vital subject of SELLING, for 
the success of an industry will be 
tabulated on the cash register of the 
retail shoe store. Next week we 
bring you an inspiring message from 
the Editor of SALES MANAGE- 
MENT, that throws a new light on 
this perennial problem. 
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In the second line of fall shoes, it’s necessary to play 
shoes that are not too definitely of the winter season, 
shoes that can be carried through until spring. Fur- 
thermore, it’s necessary to play shoes that are formal 





















j enough to wear with heavily furred, luxurious winter 
i coats. 

i All-kid shoes, in delicate patterns, will sell throughout 
: the winter and into spring. They form an important 


part of the second line. 


SHOE DESIGN 
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MABEL WINKEL 
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x There is a revival of inter- 

ql est in the T strap for the 

a formal types of shoes that 

qi are so important in the sec- 

= > ond line. This version is MM 


developed in New Castle 
No. 172, trimmed with per- 
forations. 
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Aca. we point out to shoe merchants that, if their practise of ending 
the profitable selling of summer shoes right after the 4th of July is justified 
by public expenditures for hot weather merchandise, why is it impossible to 
buy a bathing suit at reduced prices, in most sections, before August 15th 


to 20th? Or men’s tropical clothing, slacks and flannel trousers? 


It is a costly fallacy of merchandising to assume that whatever white kid 
shoes remain in a store after July 6th will have to be forced out. The pub- 
lic purse is not large enough to absorb all the needed items of the summer 
wardrobe in a mere few weeks. Check the dress specialty shops during late 


July and August, selling thousands of summer frocks to vacationists. 


Brand new white kid shoes are a requisite to these vacationists, whose com- 
plaints are heard that it is impossible to secure proper fitting and desirable 
selections in the white kid shoes wanted. We list the manufacturers who 


now have white LEVOR washable kid shoes in-stock. 


It’s wise for you to fill-in sizes and add a new model or two to your depleted 


stock of white kid shoes. It’s safe. Do it now! 
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These manufacturers can 


Numbers of Models 














supply you with white kid IN-STOCK Retail Selling Price 
shoes from stock. In July In August 
Brauer Bros. Shoe Co., St. Louis, Mo. 2 | 2 $5 to $6 
Brown Shoe Co., St. Louis, Mo. 10 3 $2.95-$4-$5 
Carmo Shoe Mfg. Co., Carthage, Mo. 4 $4 and $5 
Cincinnati Shoe Co., Cincinnati, O. 4 $3.95 
W. B. Coon Co., Inc., Rochester, N. Y. 10 10 $7 to $10 
Craddock-Terry Co., Lynchburg, Va. 8 8 $3-$4-$5 
W. T. Dickerson Co., Columbus, O. 15 3 $8.50 to $10.50 
W. L. Douglas Shoe Co., Brockton, Mass. 14 $5 and $6.50 
Irving Drew Co., Portsmouth, O. 6 © 3=s.« OU $5 and $6.50 
Endicott-Johnson Corp., Endicott, N. Y. 15 | 6 $3 and $4 
Gregory & Read Co., Lynn, Mass. = $5 and $6 
Chas. Meis Shoe Co., Cincinnati, O. 12 | $4. 
P. W. Minor & Son, Inc., Batavia, N. Y. 8 $6-$7-$8 
Morse & Molloy Shoe Co., Manchester, N. H. 2 | | $4 
Paramount Shoe Mfg. Co., St. Louis, Mo. 1 | | $4.95 
Selby Shoe Co., Portsmouth, O. | 
Arch Preserver 5 | $9 to $10.50 
Tru-Poise 5 $8 
Styl-Eez 5 | $6 and $6.50 
G. Edwin Smith Shoe Co., Columbus, O. 16 | $3.95 and $4.45 
Stetson Shoe Co., So. Weymouth, Mass. 5 | $10.50 and $12 














G. LEVOR & CO. INC. 


Tanners over 58 Years 


GLOVERSVILLE 


"TEE WEITEST WHITES” 


NEW YORK 
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A reliable, economical leather for ; 
Fall sport shoes, semi-sports and : 3 


all types suggesting ruggedness and 
durability. Available in all wanted 


Fall browns. 






NORTHWESTERN LEATHER 


COMPANY TRUST BOSTON 
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THREE REASONS WHY 


MUSEBECK HEALTH SPOT SHOES 
GIVE RESULTS 
IN FOOT HEALTH 






This solid leather Musebeck Insole forms . a Z \ 

a normal metatarsal arch for the fore- = ; mn ~ QW 
part of the foot. Patent No. 1,850,977. . = Sf” 

This permanent leather arch prevents 
metatarsal bones from collapsing causing 
calluses on the bottom of the foot. Note 
there is plenty of room for normal toe 
action. 


2 The outsole of this shoe is cut away 
to show the strong steel shank extending 
along the outer edge of the shoe—giving 
support to the normal weight-bearing 
parts of the feet, preventing elongation 
and friction. 


3 The HEALTH SPOT construction pro- 

tected by Patent No. 1,916,198—straight- 
ens up the heel bone, supporting it in the 
normal position. This straightens up the 
whole foot placing weight on outer parts 
where it belongs — releasing cramped 
nerves and blood vessels go they can func- 
tion normally. 


HEALTH SPOT Shoes Mean Better Foot Health for Men, Women and Children 


MUSEBECK SHOE COMPANY 


DANVILLE ILLINOIS 


When writing advertisers please mention Boot and Shoe Recorder - 
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These Shoes are not Ashamed 
to lead a TUAL LIFE 


| 





Ever since “Dr. Jekyl and Mr. 
Hyde” caused chills and thrills to 
chase up and down readers’ 
spines, 4 dual personality has been 
a subject to be soft-pedalled in 
the best society. 


It’s different in the men’s shoe 
business. Not for a minute do 
Brownbit Tread Straight Shoes 
let dealers forget that these shoes 
lead a dual life. 


Maybe we’d better explain. 
Some shoes are essentially style 
shoes. Others have comfort as their 
mission in life. But Brownbilt 
Tread Straight Shoes have a two- 
sided nature. One side reveals their 
style character, the other im- 
presses you with their special com- 
fort features. 


The net result is this: The very 
same shoe pleases two distinct 


types of customers. The man who 
has an eye for high style says, 
“This is just the shoe!” The man 
who seeks ultra comfort feels the 
special support of the hidden 
Tread Straight features and 
echoes the statement, ‘‘ This is 
just the shoe.” 

One stock of these dual life 
shoes does the work of two. You 
know what that means in terms 
of increased sales, faster turnover 
and extra profit! 


Trew Vase Gowngaeng 
MANUFACTURERS —SAINT LOUIS 
The Brownbilt Tread Straight line is carried 


in stock in a wide range of styles, widths and 
sizes, and fits into the popular price range. 


Brownbilt 


A: 
od: ag? 
Shoes for 
Men 

































Selita Oa 













